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Smith's Address to 
American Institute 
Answers Crifics 


Other Features of the 
Annual Meeting Held 
in Chicago 


Although the policyholders of life 
companies in reality compose the 
world’s greatest partnership and the 
companies have had an _ impressive 
growth as the result of consistently 
sound practices, there appears to be a 
well-organized campaign of abuse and 
vilification of life insurance in some 
quarters, V. R. Smith, president of the 
American Institute of Actuaries, charged 
in addressing its annual meeting at the 
Edgewater Beach Hotel, Chicago. He 
is general manager of Confederation 
Life, Toronto. 

“The violence of the abuse and vili- 
fication hurled at life insurance from 
some quarters indicates the weakness of 
the position of those attacking the com- 
panies,’ Mr. Smith declared. “To abuse 
one’s opponent is commonly assumed to 
be a good method of attack when one 
has no foundation nor basis for the 
attack. 


Direct Attacks Are Made 


“Criticism began quietly enough with 
the indirect attacks of the ‘life insurance 
counsellors’ who urged the practice of 
a theory, long since proven unsound and 
full of misery to the unfortunate insured 
who accepted the view that it was better 
to carry insurance only as term insur- 
ance renewable at stated intervals 
rather than as a permanent form of in- 
surance with level premiums that might 
decrease but could not increase. Now 
we have also direct attacks on the man- 
agement and basis of life insurance. 

‘We, as actuaries, know that the busi- 
hess is properly managed in the best 
interest of the policyowners and that 
its structure is sound and _ sturdy. 
Wherein, therefore, have we failed in 
Passing to the general public the same 
knowledge which we so confidently 
hold? Why is that we have failed in 
having all the public appreciate as thor- 
oughly as we do the soundness of the 
Principles and excellence of the prac- 
tices upon which the business is based.” 


Suggestions for Service 


In a frank discussion of ways of fur- 
ther improbing the service of the com- 
Panies to policyholders and the general 
public, Mr. Smith called for considera- 
tion of the following suggestions: 

1. Have we made the wording of 
our policy contracts as simple as pos- 
sible? Have we eliminated all cumber- 
some, technical phraseology? Are they 
— understood by those who have 
ittle or no knowledge of business forms 
and legal documents? Do we endeavour 
to make them as clear to the humblest 

(CONTINUED ON LAST PAGE) 





Few Investors, Low Interest 
Reason for Private Placements 


NEW YORK—Private placements of 
entire bond issues with life companies 
and other large institutional investors 
are not only the result of these buyers’ 
desire for investments but also of the 
scarcity of individual investors, which 
is in turn caused by unattractively low 
interest yields due to absence of demand 
for new capital, Vice-president F. W. 
Ecker told those attending the Metro- 
politan Life’s annual business confer- 
ence here. He also made the point that 
any special advantages accrue to the 
policyholders, so there should be no 
criticism on this score. 

“In the 1920’s there was a great deal 
of new capital required,” he pointed 
out. “Individuals were in the bond mar- 
ket to a sizable extent, whereas today, 
comparatively speaking, very few indi- 
viduals are interested in purchasing long 
term taxable bonds at around a 3 per- 
cent basis and short term ones at a 
still lower rate. 


Little Expansion in Business 


“In the last few years business has 
not been expanding to any great extent 
and issues for new capital have been 
extremely limited. Bond prices have 
gone up and bond yields have gone 
down, so that under present circum- 
stances high grade bond issues are 
bought very largely by investment insti- 
tutions. As a consequence the practice 
of ‘private placements’ has expanded.” 

Observing that most of the newspa- 
per comment on private placements has 
been a reflection of dealers’ objections 
to the plan, Mr. Ecker conceded that 
“the investment dealer is not very 
happy about this trend and there are 
arguments in favor of his point of 
view.” 


Banker Acts as Adviser 


“Even in private placements, how- 
ever, there is an appropriate place for 
the investment banker,” Mr. Ecker said. 
“He may, and frequently does, receive 
a commission from the borrower for 
acting as technical adviser. The dis- 
tributing organizations throughout the 
country, however, have no place in such 
a transaction and that is where the rub 
comes.” 

Citing specific cases to show the mul- 
tiplicity of small transactions necessary 
to obtain the same investment volume 
as a single private placement, Mr. Ecker 
pointed out that while there may be a 
difference of opinion as to the propriety 
of these transactions from the stand- 
point of the national economy, “no ques- 
tion, of course, as to ethics or legality 
is involved.” 


Advantage Goes to Policyholders 


“Such transactions are specifically ex- 
empt from registration under the securi- 
ties act and it may be that they will 
be fully reviewed before the so-called 
monopoly committee,” he continued. “It 
may be contended that large insurance 
companies, such as our own, do receive 
certain advantages in such transactions 
not available to others. If this be true, 
after all, who are the ultimate bene- 
ficiaries? Are they not the millions of 
policyholders ?” 





Mr. Ecker said that “once in a while 
we hear criticisms from uninformed 
persons that insurance companies’ se- 
curities are overvalued, too much real 
estate and so forth.” He pointed out, 
however, that 98% percent of Metro- 
politan’s bonds meet the insurance com- 
missioners’ requirements for ‘“ade- 
quately secured” investments, only 1% 
percent having to be carried at market, 
and furthermore that the actual market 
value of the company’s securities as a 
whole at the end of 1938 was in excess 
of the value at which they were carried 
in the statement. He said that in pre- 
vious depressions the company had not 
lost on foreclosed real estate and re- 
sults to date in the present situation 
would indicate similar experience. 
However, to be on the conservative 
side, the company has taken blanket 
writeoffs or set up special reserves 
amounting to $25,000,000. 


Making Technical Points Clear 


Second Vice-president Samuel Milli- 
gan said that the ordinary department 
is cataloguing policyholders’ questions 
which are particularly difficult to an- 
swer in a fashion understandable to the 
layman and that answers would be 
worked out to serve as model letters for 
correspondents. He urged that more at- 
tention be given to the sale of larger 
ordinary policies, particularly those 
from $5,000 up. He also suggested that 
managers keep in practice in selling, ob- 
serving that the manager who is most 
successful is the one who can actually 
prove to his agents that “it can be 
done.” 

Third Vice-president F. W. Smith 
aroused much interest with his an- 
nouncement that Metropolitan is work- 
ing on a plan for substituting ordinary 
for industrial on a dated-back basis. 
He pointed out, however, that because 
of state laws it would not be possible 
to do this where the amount of indus- 
trial is not at least $1,000. 


Industrial Is Foundation 


Mr. Smith also quoted Holgar J. 
Johnson, president National Association 
of Life Underwriters, to the effect that 
when industrial insurance is in force 
it is usually better to regard it as the 
foundation unit of an insurance pro- 
gram rather than to attempt to convert 
it to ordinary. He cited a number of 
types of cases where it would be to the 
insured’s advantage. on a purely cost 
basis, to retain his industrial. 

This is particularly true in cases 
where it is fairly obvious that the as- 
sured, because of being habituated to 
paying his premiums in small amounts 
on a weekly basis, will probably lapse 
when paying on the ordinary basis. Sui- 
cide and_ incontestability provisions 
should also be thought of when chang- 
ing from industrial to ordinary, he said. 


Laws Might Harm Farmers 


Glenn E. Rogers, head of the farm 
loan department, said that while there 
has been some agitation for laws which 
would force institutions to get rid of 
their farm properties within a certain 

(CONTINUED ON LAST PAGE) 





Ecker Sees U. 5. 
Control as Major 
Purpose of Probe 


Only Inference That Can 
Be Drawn, He Tells 
Metropolitan Convention 


NEW YORK-—Since Chairman 
O’Mahoney of the Temporary National 
Economic ‘Committee and former Chair- 
man Douglas of the Securities & Ex- 
change Commission have repeatedly 
emphasized the soundness of life insur- 
ance, the only inference that can be 
drawn is that the federal inquiry into 
life insurance, which reopens Monday, 
is aimed not so much at determining 
whether the business is functioning in 
the public interest but mainly at bring- 
ing about some form of federal control 
or supervision, said Chairman F. H. 
Ecker of Metropolitan Life at the ban- 
quet which concluded the company’s 
four-day convention. 

Commenting on the tremendous size 
of the institution of life insurance and 
its expansion during the long period of 
“unmolested progress” that followed the 
“growing pains” of the Armstrong in- 
vestigation period, Mr. Ecker said that 
it is entirely reasonable that some 
inquiry should be made to determine if 
all this is in the public interest, adding 
that “if that is to be the spirit of the 
inquiry, we welcome it.” 

Widening Treasury Scope 

In connection with his statements on 
the real purpose of the federal inquiry, 
Mr. Ecker said: 

“I’ve no doubt that in some quarters 

there is dissatisfaction with the manner 
in which our investments are distrib- 
uted. There are some who would say, 
‘Pour all this money into the Treasury 
of the United States and let it take care 
of the distribution.’ ” 
_ He also said it may well be that the 
inquiry would attempt to show the com- 
panies’ losses in investments without 
showing the gains or taking into con- 
sideration the advantages of wide diver- 
sification. Losses are to be expected, 
he said. 

“There is no such thing as a riskless 
rate or a riskless investment,” he de- 
clared. “We don’t expect it.” 


Lapse Inquiry Probable 


Mr. Ecker said the inquiry would un- 
doubtedly go into the question of lapses 
and recalled the stress Metropolitan has 
laid on the prevention of lapses. He also 
expressed the opinion that the inquiry 
would go into the fixing of rates, with 
an eye to any monopolistic angles. As 
to the latter, he said that if there was a 
business of cooperation, it is life insur- 
ance, in which companies freely inter- 
change information with competitors. 

As to whether this cooperation might 
not suffer if the saturation point for 
life insurance were reached, he said that 

(CONTINUED ON PAGE 18) 
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Little Visits to 


BIG INSTITUTIONS 


By THE TRAVELING REPORTER 





NEW ENGLAND 


Connecticut General—Certainly 
among the top three companies in per 
capita agents’ production. Considerable 
emphasis: is being placed on wholesale 
group and salary savings insurance. 
F. H. Haviland, agency vice-president, 
formerly outstanding manager in Chi- 
cago, doing a’ fine -job—good example 
of the present tendency to appoint 
agency officers from men with practical 
experience, executive ability and person- 
ality. The hall or foyer giving entrance 
to the executive offices represents about 
the last word in exquisite simplicity and 
antique charm. As a study for those 
who have architectural or interior deco- 
rating ‘propensities,’ the set-up is well 
worth a visit. 

; * x 

Massachusetts Mutual—An armed 
guard meets you inside the door, so 
don’t try any funny stuff. Some years 
Joseph C. Behan, famous for wit 
and intuitive judgment of men, repre- 
sented the field force at the home office. 
Now, as in most companies, the need 
for additional planning and supervision 
has grown until the staff includes be- 
loved Chester O. Fischer (a former 
outstanding general agent in St. Louis) 
James Blake, Charles Hall, Lloyd Mal- 
lon, Seneca Gamble, et al. 

Note for other home offices some dis- 
tance from downtown: Like many an- 
other home office, the Massachusetts 
Mutual building is some distance from 
downtown—85 cents by taxi—so two 
large and lovely rooms in the home 
office have been released for a branch of 
the city library. Lunch in the longest 
dining room you ever saw where more 
than 1,000 employes buy meals at cost, 
cafeteria style, but waitresses are girl 
clerks who are paid extra for this work. 

+ ee 


Travelers—A visit to the home office 
four weeks’ school conducted for new 
men, where the boys are really put 
through a course on what life, accident 
and health insurance is and does. ‘D. J. 
Bloxham runs the party, ably assisted by 
M. F. Jones, Reed Hartsig and J. E 
McNeal. 

Memoranda: Nearly 5,000 employes 
are fed each noon in the lunch room; 
the medical and hospital department for 
employes is a marvel. of modernity; the 
printing plant, over in a separate build- 
ing, is well worth seeing; salary deduc- 
tion insurance was started by Travelers; 
the annual report on automobile acci- 
dents (1939 title, “Lest We Regret”) is 
the best thing published on the subject, 
will scare you into not driving over 50 
miles an hour and is distributed free. 

~ em 


Aetna Life—This is the large building 
up past the commons where messengers 
use—or ought to use—roller skates and 
where the corridors, if placed end to 
end, would reach from here to there. 
Aetna Life schools for Aetna agents— 
and they show statistics to prove that it 
pays both the company and the agents. 
R. B. Coolidge pushing a programming 
plan, Aetnagraph, which he first devel- 
oped as an outstanding agent. If there 
is any kind of insurance Aetna Life or 
one of its affiliates doesn’t write it’s be- 
cause they haven’t heard of it. 

* Ok x 

National of Vermont—The city of 
Montpelier, about 10,000, besides being 
one of the most beautiful spots on earth 
has three virtues and one fault. The 
virtues are the capitol, the National Life 
and a first-class tavern. The fault is 
that it is two miles by bus to a railroad 
station. Jim Farley begins his speeches 
with the salutation: “Citizens of the 
United States and Vermont.” The Na- 
tional Life of Vermont was started in 
1848, has considerably better than a half 
billion of insurance in force and unless 








the world falls to pieces will continue 
to pay claims when presented and issue 
insurance to deserving applicants—a fine, 
old, conservative company. 

ae: |e oe 
TORONTO 


Royal York—Biggest hotel in the 
British Empire and probably the politest. 
Scotch waitresses wearing white cotton 
stockings. And the first good orange 
marmalade and ale since you left home. 

on + 


Canada Life—Second biggest com- 
pany in Canada. S. C. McEvenue, gen- 
eral manager of a far-flung agency force, 
typical of the leaders who have built an 
empire for their majesties. Shrewd, 
courteous, alert, lovable, hand-working. 
Incorporated in 1847, it is the only Ca- 
nadian company required by its charter 
to file its annual report with the clerk 
of the House of Commons. It operates 
in a dozen states, throughout Canada 
and in Hawaii, Newfoundland, Great 
Britain, Ireland and the Bahama Islands. 

KOK x 


Manufacturers Life—Just 65 cents 
from the Royal York in a taxi. The 
usual, but to one from the United States 
always somewhat surprising courtesy all 
the way from the helpful information- 
telephone girl to the general manager. 
You wonder where it gets its business, 
since it is licensed in less than a dozen 
states, until you find that you can put 
your finger blindfolded on a World 
Atlas and be pointing at a Manufacturers 
Life office, and that includes Haiti, India, 


Siam, Sumatra, Java, China, Japan, 
Egypt and what have you. 
* * * 


Confederation Life—C. D. Devlin, 
general superintendent and dignified as 
all get-out, but with a repressed twinkle 
in his eye. D. L. McDougall, as Scotch 
as he sounds, kindly and courteous but 
you'd better know your stuff and pro- 
duce results. Nearly half a billion of 
insurance in force and few United States 
men ever heard of it, outside of New 
York state. But it writes business 
everywhere like most of the Canadian 
companies. These northern neighbors 
work hard and quietly, but they guard 
your money more carefully than they do 
their own (and they don’t throw that 
around except at hockey games). 

kk OK 
MONTREAL 

Mount Royal Hotel—This is where 
they sell you a package of Canadian 
cigarettes for 25 cents (Luckies, etc., 35 
cents) and then charge you an extra 
penny for a paper book of matches. 
Also, apparently none of the guests ever 
reads, because the only light in the room 
—at least at $4—was one bulb in the 
center of the ceiling and a 20 watt 
nebulous glow near the bedside. 

ee Re 


Sun Life—Housed in the largest 
office building in the empire. A new 
training course being pushed by Seth 
© Taylor, former Cincinnati man- 
ager. During recent years the number 
of representatives has been cut in two 
and the emphasis now is on new—and 
good—manpower. Down in the sub- 
basement where a 46-ton door guards 
the vaults in which are who knows how 
many millions of dollars in securities. 
Contrary to an opinion held by some, the 
Sun Life owns much more value in 
bonds than it does in stocks, and its 
stocks are better than plenty of bonds: 
Every day applications come in from all 
over the world and from all but nine 
states. 

* Ok Ox 
BOSTON 

Next to San Francisco and New Or- 

leans, perhaps the most interesting city 








in the country. It seldom takes more 
than twice as long to get anywhere in 
a taxi than it would take to walk. 

John Hancock—Another of these tre- 
mendous buildings with an unbelievable 
number of clerks and files. The John 
Hancock has separate agencies for in- 
dustrial and ordinary business. Paul 
Clark doing a great job persuading the 
debit men to sell more ordinary. I met 
a man at the corner. cigar store buying 
a package of cigarettes—he had one of 
those thick books under his arm that all 
debit men carry—so I said: “What com- 
pany are you with”? He said: “John 
Hancock.” I asked, “How is the ordi- 
nary going”? He immediately brightened 
up and said, “We’ll do as much the first 
four months as we did all last year. 
Paul Cfark doesn’t just beat us on the 
back. He tells us exactly how to do it 
and he gives us the material-to do it 
with.” If the 60,000 odd agents of the 
John Hancock, Prudential and Metro- 
politan ever really get started selling 
ordinary, they will hang up some records. 

Boner ck 


New England Mutual—Going ahead 
in the agency department, with a new 
training course, “Career Underwriting” 
and everything. Everyone excited about 
the new home office building, although 
it won’t be ready for two years. -Presi- 
dent George Smith says they sunk shafts 
145 feet to bed rock and took samples of 
the earth at various levels. From these 
samples, Harvard scientists claim they 
can tell from the remains of plant and 
animal life the temperature of the water 
one hundred million years ago. That 
was before even the New England Mu- 
tual was chartered. 

ake ke 


Columbian National—A. A. McFall, 
formerly with the Lincoln National, do- 
ing a fine job leading the agency de- 
partment. Most insurance men think of 
Boston as housing John Hancock and 
New England Mutual, but here is a com- 
pany which will soon have a quarter of 
a billion insurance in force. Most popu- 
lar leaflet among the field force—one 
showing that a non-par contract will, for 
the same premium, provide more insur- 
ance and give a larger eventual maturity 
value than a mutual contract, and every- 
thing guaranteed. 

ak) oe 


NEW YORK CITY 


This is the city where you can go far- 
ther and faster by subway for less 
money than anywhere else in the world. 
It is also the city where you started out 
in the morning with your vest pocket 
full of dimes and quarters for tips'and 
by 2 o’clock had to replenish the supply. 

oR nek: Ok 


Metropolitan—Biggest insurance com- 
pany in the world. Writes more ordi- 
nary than any other company and 
doesn’t have one ordinary agency. 
(Around two and a half billion annu- 
ally.) The total income is about a bil- 
lion a year and the investment officers 
have to beat 3 percent in investing. 

Cecil J. North doing a fine job of sales 
promotion and educational work. Under 
him is a staff of trained men, and under 
them supervisors, and under them field 
instructors. One finding: that a day or 
even a week in an agency doesn’t do 
much good; the instructor must stay and 
work on a debit with agents and assist- 
ants until he has demonstrated and they 
have formed the habit of correctly doing 
all the various parts of the job. 

x x 


Prudential—Agents, assistants, super- 
intendents, supervisors, state men, divi- 
sion men and so on up to assistant sec- 
retaries, secretaries, various vice-presi- 
dents and eventually the president. Just 
like the army with the enormous diffier- 
ence that rather few orders are given 
and a lot of persuasion exerted. Lunch 
in the officers’ dining room and the man 
in charge of the social security set-up 
says he has 44,000 cards, each repre- 
senting an employe from whom salary 
deductions must be made. 

A. E Gray, nationally famous 
speaker, who has done a great deal to 











F ormer Mo. Superintenden} 
Enters Leavenworth 











R. E. 


O’MALLEY 


R. E. O’Malley of Kansas City, for- 
mer Missouri insurance superintendent, 
on Monday entered Leavenworth peni- 
tentiary to commence serving a sen- 
tence of a year and a day that was im- 
posed by the federal court in Kansas 
City Saturday. O’Malley pleaded guilty 
to evading federal income tax on $62,- 
500, that he received in 1935 and 1936 
for his part in securing settlement of 
the fire insurance rate case. T. J. Pen- 
dergast, O’Malley’s sponsor, was pre- 
viously sentenced to 15 months and he 
also entered Leavenworth Monday. 


Claims State Benefited 


In. his plea on behalf of O'Malley, 
Attorney W. G. Boatright stated that 
the state had all but lost the rate litiga- 
tion when the compromise was entered 
into and that no one had been able to 
point to benefits derived by the insur- 
ance companies..for settlement. Boat- 
right said O’Malley at no time had pre- 
sented the settlement to Pendergast for 
the latter’s approval. 

Actions have now been started against 
the fire companies to recover for the 
benefit of policyholders money that the 
companies received in connection with 
the settlement. The companies are rep- 
resented in these cases by William Mar- 
shall Bullitt, prominent constitutional 
lawyer of Louisville, who has had a 
leading part in much important life in- 
surance litigation. 


Claim Speakers Sec Secured 


G. M. Day, assistant manager of the 
claim department of the Connecticut 
General Life. chairman of the program 
committee for the International Claim 
Association, has already secured two 
speakers for the annual meeting to be 
held at the Westchester Country Club 
at Rye, N. Y., Sept. 11-13. W. 
Hein, supervisor of claims for the State 
Mutual Life, will give a paper on “Re- 
habilitation.” F. B. Wilde, president 
Connecticut General Life, who is chair- 
man of the board of managers of. the 
Institute of Life Insurance, will explain 
that organization and tell about its 
functions. 








build up good will and prestige for the 
Prudential. Harold M. Stewart, in 
charge of the middlewest industrial, son 
of a former famous superintendent in 
Cleveland, who knows the whole route 
from 50 calls a day on the debit to the 
home office. 

Everyone just a little jittery about the 
the decrease in industrial writing largely 
due to the stopping of endowments in 
New York and loss of morale among 


agents. But never underestimate the 
tremendous man-power of these big 
companies. 
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Fidelity Mutual Names 
New York City Manager 


—_—_ 








FRANK B. RUNYON 


The down-town office of the Fidelity 
Mutual at 55 Liberty street, New York, 
will be taken over on June 5 by F. B. 
Runyon, who has been appointed man- 
ager to succeed Louis A. Cerf, Jr. 

Mr. Runyon started in life insurance 
in New York (City in 1912 as a clerk 
in the home office agency department of 
the Guardian and for more than 20 
years his life insurance work has cen- 
tered in the eastern field. 

In 1919 he went with the Equitable 
Society as agency manager at Phila- 
delphia and was with it continuously 
until 1938. Early in his Equitable 
career, at the request of the late E. A. 
Woods, he was transferred to Pitts- 
burgh as secretary of a personnel com- 
mittee. This committee’s purpose was 
to study methods of recruiting, training 
and supervising agents and to formulate 
a national policy for the Equitable. 

In the spring of 1920 Runyon com- 
pleted a statistical course at Carnegie 
Institute and was transferred to the 
home office as director of the sales re- 
search division. In July, 1922, he was 
appointed an agency assistant on the 
staff of the late Frank H. Davis. In 
1926, in order to develop broader field 
experience, he was transferred at his 
own request as assistant agency man- 
ager in a large agency in Philadelphia. 
Following this assignment he was ap- 
pointed an agency manager in New 
York, moving up, in November, 1928, 
to superintendent of agencies, home 
office department, and from 1929 until 
August, 1937, he served as superintend- 
ent of agencies, eastern department, in 
charge of 21 Equitable agencies. Early 
in 1938 he moved to Washington, D. C., 
and became superintendent of agencies 
of the Acacia Mutual. 

A student at Phillips Exeter Academy 
for a year after his high school days, 
he graduated from New York Univer- 
Sity in 1915. 





Indianapolis Life Rally 
INDIANAPOLIS—A five-day con- 
vention is being held at the home office 
of the Indianapolis Life by its Coun- 
selors’ Club. The convention opened 
with a banquet Monday evening at 
which officers given recognition included 
H. B. Veazey, San Antonio, president; 
J. W. Schwab, Indianapolis, first vice- 
President, and George Anawalt, India- 
napolis, second vice-president. 
_ President E, B. Raub gave the open- 
ing address and Vice-president A. L. 
Portteus installed the Counselors’ Club 
officers. A. H. Kahler, second vice- 
President and superintendent of agencies, 
presided at the business sessions. 





Savings Bank Threat 
Centered in East 


Figures on Depositors 
Clarify Picture of Insurance 
Competitive Situation 


With the enactment of the law per- 
mitting savings banks to write life in- 
surance in New York, there has been 
much talk regarding the spread of this 
system, which originated in Massachu- 
setts, to other states. A study of the 
report of the comptroller of the cur- 
rency giving June 30, 1938, figures, 
shows that the main threat to the in- 
surance business from this source is 
concentrated in New England and the 
northeast. Only six ‘states outside of 
these sections have mutual savings 
banks, they being Ohio, Indiana, Wis- 
consin, Minnesota, Washington and 
Oregon. However, in these states there 
are only a few mutual savings banks 
operating, Ohio having three, Indiana 
five, Wisconsin four, Minnesota one, 
Washington three and Oregon one. 
This compares to 193 in Massachusetts, 
134 in New York and 73 in Connecticut. 
New Hampshire has 44, Maine 32, and 
New Jersey 25. Pennsylvania has only 
seven. The average deposit in the mu- 
tual savings banks in New England is 
$738, in the northeast states $864, the 
middle western states $682 and the Pa- 
cific Coast states $598, the national av- 
erage being $811. 


Average Deposit High in East 


In New England the average per 
capita savings deposit of both commer- 
cial and mutual savings banks is $504, 
and in New York it is $530. In the 
mid-west this figure dropped to $117, 
with the highest per capita deposit be- 
ing $152 in Ohio, $141 in Minnesota, 
$139 in Wisconsin, $122 in Michigan and 


Neslen, Lucas on 


San Francisco Card 


NEW YORK.—As chairman of the 
program committee for the convention 
of the National Association of Insur- 
ance Commissioners in San Francisco, 
June 19-22, Superintendent Pink of New 
York announced that speakers will be 
Commissioners C. C. Neslen of Utah, 
and R. B. Lucas of Missouri. Mr. Nes- 
len will speak on “Insurance and the 
Mormon Church.” Mr. Lucas has not 
yet selected a subject. 


GROUP TO VISIT CATALINA 


An invitation has been issued by the 
insurance companies of Los Angeles to 
those attending the insurance commis- 
sioners’ convention in San Francisco to 
be guests on a trip to Catalina Island, 
Monday, June 26, following the conclu- 
sion of convention activities. 

Arrangements have been made for a 
special train to take the visitors to the 
Wilmington Terminal, where they will 
board the steamer for an all-day trip. 
Lunch will be served at the St. Cath- 
arine Hotel on the island and the return 
trip will be made at 4:30 in the after- 
noon. 

A committee working in cooperation 
with the San Francisco convention 
group is handling the details of reserva- 
tions for the trip. 











only $115 in Illinois. On the Pacific 
Coast, California with $320 per capita 
is the highest state west of the Alle- 
ghenies. The Pacific Coast states have 
an average per capita deposit of $233 
compared with only $43 for the far 
western states and $39 for the southern 
states. Obviously where the banks 
have a large per capita savings deposit 
they have more influence with the de- 
positors and are more apt to get a good 
(CONTINUED ON PAGE 8) 











prospects. 


ance be looked over. 


to have. 


his wife. 
family income. 


of experienced men. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





ECHO SALES 


An underwriter is using the popular song’s title, “Little 
Sir Echo,” as a describer of his intensive cultivation of family 
He tries to serve so well the central figure, that 
he will loudly boom his praises around the family, and from 
this, that, and the other one will come echoes in the form of 
sales. This was a recent “echo” series :— 

Called on an old policyholder, to suggest that his insur- 
Suggestion adopted. Result, sale of a 
$2,000 Ordinary Life, and $170 monthly income. 

The policyholder’s brother had two sons, with $5,000 
Twenty-Payment Life on the older, but only $2,500 on the 
younger. The younger’s was increased to $5,000. 

Changes in the original policyholder’s will were sug- 
gested, and were referred to his prospect’s attorney. The 
attorney, interested, outlined what, for himself, he would like 
Result, a $5,493 family income policy. A $100 
monthly income for his mother. 
And, to a young associate, a sale of a $10,000 


Exploration of immediate relatives is standard practice 
Yet the waste of such opportunities 
by the indifferent is almost appalling. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


A $50 monthly income for 


+ 


JOHN A. STEVENSON 
President 
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Monopoly Probe fo 
Resume Insurance 
Phase on Monday 


Move Is Departure from 
Schedule Announced by 
Committee in April 


WASHINGTON — The Temporary 
National Economic (monopoly) Com- 
mittee will resume its hearings on the 
insurance phase of its study June 5 at 
10:30 a. m. in the senate office building, 
Chairman O’Mahoney has announced. 
As in the hearings which adjourned Feb. 
17, examination of witnesses will be 
conducted by Gerhard A. Gesell, counsel 
for the Securities & Exchange Commis- 
sion, which is presenting the results of 


its studies to the committee. 
Resumption of the life insurance 

phase of the hearings is a departure from 

the agenda announced by Senator 


-O’Mahoney April 27 covering the period 


from May 1 until the summer recess. 
From the conclusion of the savings and 
investment hearings, which have occu- 
pied the last two week, the next sub- 
jects to be taken up by the committee, 
according to Senator O’Mahoney’s 
schedule, were the cartelization of busi- 
ness in Europe, then the study of build- 
ing construction, and finally the petro- 
leum industry. 

However, it is known that not all of 
the material scheduled for presentation 
following the savings and investment 
phase is ready for presentation. This 
situation left the way open for presen- 
tation of the material on life insurance: 
which was greatly delayed, the original 
plan having been to resume the insur- 
ance hearings about four weeks after 
they were adjourned on Feb. 17. It is 
understood that at least some of the re- 
sults of the voluminous questionnaire on 
investments which the SEC sent out 
to a number of the major life compa- 
nies. will be included in the hearings 
which open Monday. 

Because of postponement of the hear- 
ings on savings and investment, the 
SEC’s study of private placements of 
entire bond issues with life companies 
and other large institutional investors 
will not be presented to the committee 
until some time in the fall, Senator 
O’Mahoney announced this week. 

The following actuarial executives 
have been subpoenoed: John M. Laird, 
Connecticut General; Benedict Flynn, 
Travelers; E. E. Cammack, Aetna Life; 
William Hutcheson, Mutual of New 
York; Arthur Hunter, New York Life; 
R. 'D. Murphy, Equitable Society, and 
Valentine Howell, Prudential. J. M. 
Holcombe, Jr., manager Sales Research 
Bureau, will also be a witness. 

While releases from the committee re- 
fer to the hearings next week merely as 
covering “another phase” of insurance, 
it is understood that they will be de- 
voted to life insurance rate-making and 
to lapses and surrenders. 





Heads San Francisco Group 


SAN FRANCISCO-—J. M. Mitchell, 
assistant manager of the San Francisco 
agency of Fidelity Mutual Life is elected 
chairman of the San Francisco General 
Agents & Managers Association. He 
automaticaily becomes a vice-president 
of the San Francisco Life Underwriters 
Association representing the managers 
on the official roster. The meeting was 
addressed by C. O. Fischer, vice-presi- 
dent Massachusetts Mutual who is mak- 
ing a tour of the west coast with Presi- 
dent Perry. ; 
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AT A RECORD 


(i originally 
as a mortgage guarantee company, ¢ 
Continental Realty Investing Co., 


: 


Inc. paid at par in 1937 all of its 
guaranteed obligations. 


Operating today with the personnel 
responsible for this outstanding per- 


vested in first mortgage securities in 
the metropolitan area of the City of 
New York, we offer counsel, super- 
vision, and service of 


MORTGAGE INVESTMENT FUNDS 


formance and engaged exclusively : 


Continental 
Realty Investing . 
Co., Inc. 
cialis ' 


19 East 47th Street, New York 
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Program Chairmen 
for Conferences 


Appointments Made for 
National Life Underwriters 


St. Louis Rally 


The various sections of conferences 
that will meet in connection with the 
convention of the National Association 
of Life Underwriters at St. Louis, Sept. 
25-29, have begun preparations for their 
gatherings. K. E. Williamson, general 
agent Massachusetts Mutual Life at 
Peoria, has been appointed program 
chairman for the general agents and 
managers meeting. Mrs. Berenice Meis- 
troff of the Guardian Life at Kansas 
City is program chairman for the 
women’s meeting. She is a member of 
the women’s quarter million dollar 
round table. H. K. Nickell, Connecti- 
cut General at Chicago, is chairman of 
arrangements for the million dollar 
round table. Regional heads to stimu- 
late attendance have been appointed, 
Mr. Nickell taking the mid-west; Ron 
Stever, Pasadena, far west; William 
Burns, Philadelphia, eastern seaboard, 
and Paul C. Sanborn of Boston for New 
England. 

Helen Summy of St. Joseph, Mo., 
chairman of the women’s quarter mil- 
lion dollar round table, announces that 
approximately 150 questionnaires and 
application blanks have been mailed to 
women who either are or may become 
eligible for membership. 

Five noted men in the field of life 
insurance have been named as members 
of the board of judges in the golden an- 
niversary slogan contest sponsored by 
the National association. Steacy E. 
Webster of Pittsburgh is chairman of 
the competition. The judges will be: 

H. J. Johnson, general agent, Penn 
Mutual Life, Pittsburgh, and president 
of the National association; John Mar- 
shall Holcombe, Jr., manager Life In- 
surance Sales Research Bureau; C. H. 
Orr, C.L.U., general agent National 
_ife of Vermont, Philadelphia; Paut 
Speicher, Insurance Research & Review 
Service; Abner Thorp, Jr., editor “Dia- 
mond Life Bulletins,” Cincinnati. 

The slogan will be introduced to the 
National association at its convention in 
St. Louis. 





Batchler Heads Accountants 


INDIANAPOLIS~J. L. Batchler, con- 

troller Kansas City Life, was elected 
president of the Insurance Accounting & 
Statistical Association at the annual con- 
ference here. He succeeds R. A. Clark, 
Omaha, of Haight, Davis & Haight, 
insurance actuaries, who was elected a 
director in charge of publications. Other 
officers are O. D. Seely, Metropolitan 
Life, vice-president, and Edward M. 
Karrmann of Indianapolis, controller 
American United Life, reelected secre- 
tary-treasurer. 

Directors elected besides Mr. Clark 
are C. S. Collins, Penn Mutual, life sec- 
tion; W. W. Nitsche, Millers Mutual Fire 
of Alton, Ill, fire section, and Claude 
Rea, Hoosier Casualty, casualty section. 

Discussions of accounting methods 
occupied most of the business sessions. 





Sun Life’s Top Men 

W. J. Robinson II, Wiknington, Del., 
led the world-wide agency force of the 
Sun Life of Canada in personal produc- 
tion during May. T. L. Harder, Mem- 
phis, ranked second, while J. P. Kent, 
Los Angeles; I. S. Goldman, Philadel- 
phia; Chester Frey, Philadelphia; and 
F. G. Bentrup, St. Louis also placed 
among the top ten for the month. United 
States branches show an increase of 17 
percent for May besides being up 15 
percent for the year to date. For the en- 
tire company—which operates in 39 
countries—a gain during May of nearly 
8 percent was recorded. 





Shaw Retires from 
American National 


After 33 years W. J. Shaw, vice. 
president American National, has re. 
tired. 

Mr. Shaw was with the company all 
but one of the years of its existence and 
played a great part in its progress. 

It was in 1906 when he moved to 
Galveston that he joined it, which at 
that time occupied the second floor of 
the W. L. Moody & Co. Bank building 
and employed some 20 persons. 
Through diligent study he was advanced 
to the position of assistant secretary 
after but a few years. 

Later he was made secretary and in 
1936 was also made vice-president, re- 
taining both titles until his retirement, 

Mr. Shaw will retain the honorary 
title of vice-president. He will be suc- 
ceeded by Leonard Mosele, assistant 
secretary. Mr. Mosele has been with 
the Moody interests since 1926 and will 
continue as officer. Miss Neta Schilk, 
Mr. Shaw’s assistant for many years, 
now becomes assistant secretary. She 
is one of the few women to hold such 
an important position in a major life 
insurance company. 


Insurance Librarians Elect 
Miss Lloyd Chairman 

Miss Margaret Lloyd, librarian Retail 
Credit Company, Atlanta, was elected 
chairman of the insurance group of the 
Special Libraries Association, which met 
in Baltimore. Miss Daisy Baker, librar- 
ian of Business Men’s Assurance of Kan- 
sas City, was elected secretary. 

Features of the insurance library ses- 
sions included an address by D. 
Handy, manager of the insurance library 
at Boston, and round table discussions. 
Approximately 27 insurance librarians 
were present. 

Among the exhibits was a model in- 
surance library which attracted much at- 
tention. Mrs. FE. F. Andrews, librarian 
of the library of the Chicago Board, re- 
ported that the board’s library contains 
all books recommended and found in the 
model library. 








Cleveland Veterans Honored 


CLEVELAND.—Nearly 1,000 Cleve- 
land men who have served their com- 
panies 40 years or more continuously and 
are still active, were honored at a tes- 
timonial dinner of the Cleveland cham- 
ber of commerce. Insurance men hon- 
ored were: Harry A. Cunnington, 
Aetna Life, 41 years; Joseph Loebe, 
Berkshire Life, 50 years; Thomas C 
Goss, Brooks & Stafford, 52 years; Her- 
man Moss, Equitable Society, 41 years, 
and W. E. Collins, National Life, 46 
years. 


Goodcell Seeks Recovery 


LOS ANGELES—Charging fraudu- 
lent transfer of company funds Commis- 
sioner Goodcell has filed suit to recover 
$348,610 from 12 directors of the old Pa- 
cific Mutual Life. The complaint charges 
that they were responsible for improp- 
erly transferring company funds to an 
employes syndicate. The syndicate al- 
legedly was organized to enable the 
employes to buy stock and thus keep it 
off the market. 

Those named are: George I. Cochran, 
D. E. C. Moore, W. H. Davis, DeLan- 
cey Lewis, S. F. McClung, W. A. Jenk- 
ins, Allan D. Grant, E. W. Fuller, C. I. 
D. Moore, and Ben R. Myer. 

In a separate count Wesley C. Green, 
who was a director for only a short time 
during the alleged “irregular activities, 
was sued for $8,685. 


Reelect St. Louis Officers 


William King, Mutual Benefit Life, 
has been reelected president of the St 
Louis C. L. U. chapter. James Greene, 
General American Life, was rename 
vice-president and Charles Elliott, John 
Hancock Mutual Life, secretary-treas- 
urer. 
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THE YANKEE ... 


is a brand new member of The Columbian 
National's family of leaders 


I. 


II. 


Ill. 


IV. 


THE YANKEE 


(overs Both Accident &° Sickness 
and Pays for 


HOSPITAL RESIDENCE—tp to $5 per day for 30 days during each dis- 
ability. (This may be increased to $6, $7, $8, $9 or $10 for a small additional 
premium.) In case of childbirth, payments are made up to 7 days. 


TRAINED NURSING EXPENSE—tp to $5 per day—in a hospital or at 
home—for 30 days during each disability. (This may be increased to $6, $7, $8, $9 
or $10 for a small additional premium.) In case of childbirth, payments are made 


up to 7 days. 


SURGICAL EXPENSE—Payments range from $5 to $150 for specified opera- 
tions. (You may purchase 50% or 150% of this benefit.) 


MISCELLANEOUS EXPENSE-—Includes Operating Room fees, Labora- 
tory fees, X-rays and Anesthetic administration, up to a limit of 5 times the daily 
hospital residence benefit. 


Vv. ACCIDENTAL DEATH, DISMEMBERMENT, LOSS OF 
SIGHT—You may buy any amount from $1,000 to $5,000. 
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YANKEE benefits are flexible. 
You buy as much as you need 
of each and Build Your Own 
Coverage The Columbian Na- 


tional way. 








When you sell 

THE - YANKEE 
you get top Accident commis- 
sions and renewals. 


For Complete Rate & Commission Schedules see the nearest agency of 


THE COLUMBIAN NATIONAL LIFE 


INSURANCE COMPANY 


Home Office — Boston, Massachusetts 
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Hatfield Made 
Sioux City Manager 


H. S. Hatfield, personal producer in 
the Massachusetts Mutual Life agency 
at Cincinnati since 
last July, has been 
appointed general 
agent at Sioux 
City, Ia. 

After receiving 
his B.S. degree in 
economics at the 
University of 
Pennsylvania, 
having majored in 
life insurance at 
the Wharton 
School of Finance 
under Dr. Hueb- 
ner, he entered his 
father’s insurance 
office at Bedford, Ind., later becoming 
district agent of Northwestern Mutual. 





H. S. Hatfield 





In 1931, he went to New York as su- 
pervisor in the Recht & Kutcher agency. 
He moved to Cincinnati in 1934 as pro- 
duction manager for W. J. Mack, re- 
signing last year and entering the 
Massachusetts Mutual agency there. 
While in Indiana, his sales mounted to 
more than $400,000 in a year, and his 
total Cincinnati production exceeds 
$1,000,000. 

Mr. Hatfield will be officially installed 
in his_new post at a luncheon tendered 
him by the company June 9. 


Invokes Ind. Retaliatory Law 


INDIANAPOLIS — Commissioner 
Newbauer of Indiana has notified life 
companies doing business in Indiana 
that, effective June 1, life policies writ- 
ten on the lives of Indiana residents by 
Illinois agents or brokers must be de- 
livered through an Indiana agency. In 
this ruling he is applying Indiana’s re- 
taliatory law to meet a similar require- 
ment as to business written on Illinois 
residents. 











ONE CAN’T AVOID ONESELF 


George Washington called the human con. 


science “a tiny spark of celestial fire.” 


No matter how a man tries, he can’t 


escape this inner voice. 


This applies to the family head who © 
neglects his family insurance, as 
well as to the salesman who fails to 


try to convince him of the value of 


protection. 


Keep your conscience clear! 





Home Office, NEWARK, N. J. 














Pink and Staff Go on Air 
Against Fee Counsellors 


NEW YORK—Having as a major 
objective the warning of policyholders 
against fee counsellors, Superintendent 
Pink and several members of the New 
York department staff will make a 
series of broadcasts over WNYC, the 
New York City municipal station, the 
first of which will be Friday. 

Mr. Pink will speak Friday from 6:30 
to 6:45 on the department's work, 
sketching the programs to follow. 

Next Friday at the same hour First 
Deputy T. J. Cullen will speak. Two 
weeks hence D. F. Broderick, chief of 
the life bureau, will broadcast, with 
Donald Whelehan, deputy superinten- 
dent, scheduled for the fourth broad- 
cast. 


L. O. M. A. Conference in 
St. Louis Hits High Mark 


ST. LOUIS—A high standard in 
quality of papers and excellence in their 
presentation was attained by the Mid- 
west-Southern special conference pro- 
gram of the Life Office Management 
Association here. About 170 attended 
the business sessions and banquet. 

General American Life was the host 
company and arranged entertainment 
for the visitors. 

“Recent Developments in Office Rou- 
tines and Procedures, Ordinary and 
Industrial,” was the theme. The general 
chairmen were Hill Montague, Jr., 
secretary Life of Virginia, and William 

Hagerman, comptroller Minnesota 
Mutual. 





Joseph Crary N. D. President 


At the annual meeting of the North 
Dakota Life Underwriters at Fargo 
Joseph Crary, Northwestern National 
Life, was elected president; Henry O. 
Anderson, manager Great-West Life, 
vice-president; and R. A. Trubey, Guar- 
dian Life, secretary and treasurer. 

The speaker for the annual meeting 
was Fred Conklin of Bismarck, vice- 
president of Provident Life. The ad- 
dress was warmly received. Mr. Conk- 
lin is slated to give the same talk at the 
Montana congress Saturday. 

A vote of thanks was extended to the 
retiring president, H. J. Gilbertson, gen- 
eral agent Penn Mutual Life. 





H. O. Benz with Wisconsin National 


Harold O. Benz, district manager for 
Great-West Life, at Ann Arbor, Mich., 
has taken the general agency for south- 
eastern Michigan for Wisconsin Na- 
tional Life. Mr. Benz has been one of 
the state’s leading producers of Great- 
West Life, having qualified for their 
Bermuda and Hot Springs convention 
trips, and takes three agents with him 
to his new connection. 





Cincinnati Managers Meet June 16 


CINCINNATI—Election of officers, 
golf, and reports are scheduled for the 
annual meeting of the Cincinnati Asso- 
ciated Life General Agents & Managers 
June 16 at Kenwood Country Club. G. 
T. Kennedy, Lincoln National, secre- 
tary-treasurer, is in charge of registra- 
tion. 





Mass. Mutual Cleveland Rally 


About 300 representatives from 14 
agencies attended a two-day regional 
meeting of the Massachusetts Mutual 
Life in Cleveland. Home office men 
present included J. C. Behan, vice-presi- 
dent; E. L. Mallon and C. W. Hall, as- 
sistant directors of agencies; D. J. Muir, 
assistant manager conservation depart- 
ment; J. M. Blake, manager of field 
service. Service awards were presented 
by Vice-president Behan. 





Company reports, policy facts, rates 
and values all covered completely in the 
1932 Unique Manual-Digest, $5. National 
Underwriter. 


Occidental Life Opens 
New Chicago Office 


Dwight L. Clarke, executive vice. 
president; V. H. Jenkins, vice-president 
in charge of production; M. Hope, 
vice-president and actuary; Lee J, 
Dougherty, vice-president; George V., 
Shepley, home office _ representative, 
agency department and Joe Du Moe of 
Davenport, division manager of the Oc- 
cidental Life of Los Angeles, were in 
Chicago this week to attend the opening 
of its new offices on the 22nd floor of 
1 La Salle Street building under the 
management of W. N. Stafford. There 
was an all-day reception participated in 
by the home office people at which re- 
freshments were served and hospitality 
dispensed. The entire office was. deco- 
rated with flowers sent in by friends. The 
new Chicago headquarters of the Occi- 
dental are among the most tasty offices 
in the building. The activities of the day 
began with a breakfast which was at- 
tended by about 35, and at which Mr. 
Stafford presided. Vice-presidents Clarke 
and Jenkins made the principal’ talks, 
They are making a four weeks’ trip 
visiting agencies in the states east of 
the Rockies. To date they have called 
upon eight offices from Salt Lake City 
to Cincinnati, and after leaving ‘Chicago 
will swing through the south and west 
before returning to Los Angeles. 

Mr. Clarke said that to date the Occi- 
dental has registered an increase of 
approximately 10 percent over the rec- 
ord of 1938. Insurance in force now 
totals $467,000,000, an increase of about 
$15,000,000 since the first of the year, 
Notwithstanding the much larger vol- 
ume of insurance in force, policies ter- 
minated totaled nearly $1,000,000 less 
than a year ago and less than 3 percent 
of the company’s total business. ter- 
minated in the first quarter of 1939. 

Mr. Jenkins reported that production 
exceeded $8,000,000 during May. Other 
speakers were F. B. Alldredge, superin- 
tendent of the accident and health de- 
partment at the home office; Lee J. 
Dougherty of Davenport, manager of 
the central west department, and‘Lee N. 





Parker, president American Service 
Bureau. 
Extend Michigan Moratorium 


LANSING, MICH.—Life companies, 
dealt with most charitably by the Mich- 
igan legislature at the session just 
ended through enactment of several 
model measures safeguarding beneficiary 
rights from creditor and tax claims and 
legalizing the long-sought aviation 
clause, suffered one setback in the form 
of another extension of the mortgage 
moratorium acts. 

In the last few hours of the session 
bills were passed extending the mora- 
torium, which had been scheduled to 
terminate July 1, until March 1, 1940. 
An attempt to reopen the moratorium 
to subdivision and other speculative 
property holdings failed. 





| Federation’s Annual Muster 


The Federation of Insurance Counsel 
will hold its annual meeting Aug. 28-30 
at the Westchester Country Club, Rye, 
N. Y. Insurance Superintendent Pink 
of New York will speak on “Proposed 
Plans of Automobile Insurance;” Ster- 
ling Pierson, counsel of the Equitable 
Society, is assigned “Some Effects of the 
New York Insurance Code Upon the 
Law Relating to Life Insurance.” Scott 
Fitzhugh, general counsel Columbian 
Mutual Life of Memphis is president. 
John A. Millener, general counsel Co- 
lumbian Protective at Rochester, N. Y. 
is secretary. 


Trimble First Vice-president 


Because of the unwillingness of R. A. 
Brown, Inter-State Business Men’s, to 
accept the first vice-presidency of the 
Health & Accident Underwriters Con- 
ference, S. G. Trimble, Jr., was elected 
to that office and H. A. Woodward, Old 
Line Life, was made second vice-presi- 
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Silver Jubilee 
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A. KINCH 


A. Kinch, United States agency super- 
intendent for the Manufacturers Life, 
arrived in Los Angeles on the S. S. 
“Monterey” from Hawaii. During his 
visit to the agency in the islands, he 
celebrated his 25th anniversary with the 
Manufacturers Life. 

The Hawaiian agency helped Mr. 
Kinch commemorate the occasion by 
producing more business in April than 
in any previous month, in its history of 
over 22 years. As a memento, the 
agency force presented him with a beau- 
tifully carved tray of native Hawaiian 
wood with a silver plaque suitably in- 
scribed. The agency is under the man- 
agement of G. N. Quigley, Jr., of the 
von Hamm-Young Co, He is a son 
of G. N. Quigley, Sr., general agent 
Provident Mutual in Denver. 

Saginaw and Detroit uptown staged 
similar successful drives in honor of the 
superintendent’s anniversary. 

Mr. Kinch’s career with the Manu- 
facturers Life commenced in 1914 in 
Kingston, Ont. Before he returns to 
the home office, Mr. Kinch will visit 
agencies in Los Angeles, San Francisco, 
Portland and Seattle. 


Policy Proceeds Are Ruled 
Taxable in Mass. Case 


BOSTON—Tax Commissioner Long 
of Massachusetts has issued a ruling 
that a life insurance trust in the case 
of the million dollar estate of A. O. 

oung, Jr., of Worcester, was taxable. 
A life policy was secured naming Mrs. 
Young as beneficiary, who died prior 
to her husband. The policy then was 
transferred to trustees of the estate, 
who later transferred it to a special trust 
fund administered for the benefit of 
heirs. 

‘Commissioner Long ruled the latter 
transfer placed the policy proceeds in 
the general estate and thus subject to 
a 5 percent inheritance tax. It is pos- 
sible an appeal may be made, although 
several prominent underwriters were of 
the opinion, without having seen the 
trust agreement, that the policy pro- 
ceeds became a part of the estate and 
were taxable. 


Want Fraternal Levy Lifted 

MEMPHIS, TENN.—Removal of an 
assessment voted two years ago is 
Sought by 189 holders of fraternal poli- 
cies of the Columbian Mutual Life in a 
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federal court suit in which the question 
of solvency is not involved. The peti- 
tioners ask that if the assessment is not 
lifted, the company be forced to account 
for this and all other revenue for credit 
to policies in force when the Columbian 
Mutual Life was formed to succeed the 
Columbian Mutual Life Assurance So- 
ciety and the Columbian Woodmen of 
Mississippi. 


Atwood Pittsburgh Speaker 


New officers of the Pittsburgh C. L. 
U. chapter are: Harry H. Chase, Aetna 
Life, president; P. B. West, Berkshire 
Life, vice-president; C. F. Zahniser, 
Standard Life, secretary. Directors are: 
R. A. Clark, Northwestern Mutual; F. J. 








Stevenson, Equitable Society; R. S. 
Koehler, Jr., Mutual Benefit; E. W. 
Gettys, Bankers of Iowa. 

Albert W. Atwood, of Washington, 
D. C., well known financial writer, spoke 
on “Lessons of Seven Lean Years—Eco- 
nomic and Otherwise.” 


Report Canada Ordinary Sales 


MONTREAL-—Sales of new ordinary 
life in Canada and Newfoundland in 
April totalled $28,229,000 according to 
the Sales Research Bureau. Detailed 
sales by provinces were: 

British Columbia, $2,079,000; Alberta 
$1,174,000; Saskatchewan $655,000; 
Manitoba, $1,580,000; Ontario, $13,179,- 
000; Quebec $7,308,000; New Bruns- 





wick, $672,000; Nova Scotia, $1,193,000; 
Prince Edward Island, $98,000; New- 
foundland $291,000; total $28,229,000. 





Commercial Life at Toronto 


The Commercial Life of Edmonton, 
Alta., has arranged for the transfer of 
its headquarters to Toronto. Space has 
already been leased at 350 Bay street, in 
Toronto’s financial district. 





L. Douglas Meredith, assistant to the 
president of the National Life of Ver- 
mont, spoke to New Hampshire State 
Grange at Lancaster, N. H., and warned 
of the disaster certain to follow man- 
aged currency. Mr. Meredith was for- 
mer insurance commissioner of Vermont. 
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Lire INSURANCE COMPANY 
oF Boston, MASSACHUSETTS 


JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 


Tus YOUNGSTER’S SET FOR A GOOD 
START ... He looks like a winner! 


Boys and girls whose fathers own life insurance under a John 


Hancock readjustment income plan can feel assured that they, too, 


Our field representatives declare that the company’s national 
advertising, and the complete kit of tools made available to them, 


help immensely in selling this attractive plan to fathers. 





GUY W. COX, President 
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Fischer Talks on 
General Agent's Job 


LOS ANGELES—Speaking before 
the Life Insurance Managers Associa- 
tion of Los Angeles on “The General 
Agent’s Job,” Vice-president Chester O. 
Fischer of the Massachusetts Mutual 
Life said that early in the business the 
matter of production was outstanding 
and service was minimized. Then along 
in the ’90’s the building of an agency 
organization became of primary impor- 
tance. In recent years the building of 
an agency on a sound basis seemed to 
be the primary object. Thus the busi- 
ness entered the research stage and the 
general agent’s job is to see that the 
quality of the agents is maintained. 
He said the general agent must define 
his problem, plan its solution and carry 
the solution through by fitting the man 
into the place. The difference in the 





results achieved is reflected by the dif- 
ferences in thé men. 

The general agent, he declared, must 
be a good business man, must use the 
latest in research methods and must 
keep up with the age. A general agency 
has three stages, development, operating 
at its maximum and deterioration. The 
general agent must adopt sound prin- 
ciples and then adhere to them; he must 
consider the question of profitable oper- 
ation and also must build his agency on 
a basis of conservative cost. He must 
reorganize his agency when necessary 
to keep up with a changing world, for 
the alert business man in every line 
keeps abreast of the times. The general 
agent must set up a working program; 
he must have aides, and they must be 
thoroughly organized. He must make 
it clear to the deputy just what he wants 
done. Then he must properly supervise 
the deputies, and must keep in touch 
with them at all times. He must project 
himself into all parts of the field, and 





life insurance has 


service. 


pany itself. 


E. P. Greenwood 
President 








No period in the glorious history of 


companies than were launched in the 
first decade of the present century. 


Born just half a generation ago, as 
we reckon ages, the Great Southern 
Life is already in its third generation of 


While helping others plan their own 
personal future security, the men who 
guide the Great Southern have ever 
been mindful of the destiny of the Com- 


They are building for generation 
upon generation yet to come. 


We invite inquiries from those who 
would build with us. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


produced sturdier 


Home Office 
Houston, Texas. 


above all, he must be relentless in the 
elimination of failures. 

He must be an effective sales manager 
and also must develop in the agent the 
skill in applying the methods adopted. 
He must be a leader and must instill 
in his agents just what he wants ac- 
complished and see that they do the 
work. He is dealing not only with 
facts and figures, but with human be- 
ings. There must be no alibis. The gen- 
eral agent either must deliver the goods 
or admit failure. There can be no 
middle ground. 

President B. J. Perry of the Massa- 
chusetts Mutual also spoke briefly. 


Savings. Bank Threat 
Is Centered in East 


(CONTINUED FROM PAGE 3) 


response to life insurance-savings bank 
programs. 

In Massachusetts the mutual savings 
banks have 2,816,889 depositors, while 
there are 5,822,403 depositors in New 
York. Massachusetts has 327,382 sav- 
ings depositors in commercial banks 
and New York has 1,607,740. In IIli- 
nois, where there has been some talk 
of savings bank life insurance, there are 
no mutual savings banks and there are 
only 914,476 commercial bank savings 
depositors or about a third of the total 
savings bank depositors in Massachu- 
setts and about a seventh the number in 
New York. 


Possible Threats Indicated 


Without taking into consideration 
public sentiment on the question, figures 
indicate that Ohio is about the only 
state outside of the east where there 
might be enough savings bank deposi- 
tors to justify agitation for a life in- 
surance plan. Although Ohio has only 
170,560 mutual savings bank depositors 
in its three banks, it does have 1,449,623 
commercial savings bank depositors. 

In the east the 73 Connecticut mu- 
tual savings banks with 976,120 deposi- 
tors, the seven Pennsylvania banks with 
680,472, the 25 New Jersey banks with 
513,973 depositors, and the 12 Maryland 
banks with 410,338 depositors appear to 
be the most vulnerable spots for savings 
bank-life insurance plan agitators, al- 
though all the New England states have 
a large number of depositors compared 
to their total populations. 











Unity L. & A. Holds N. Y. Rally 


Thomas J. Cullen, deputy superinten- 
dent, State Senator John J. Buckley and 
Vice-president J. W. Thompson of 
North American Reassurance were 
among the speakers at the banquet of 
the President Deming Club of Unity 
Life & Accident of Syracuse, held re- 
cently in New York City. During 
March producers of Unity made a spe- 
cial production effort in honor of the 
birthday of President Deming. Club 
members were addressed at the dinner 
also by President E. R. Deming, Secre- 
tary L. J. Bayley, and Superintendent of 
Agencies S. N. Randall. 





U. S. Supreme Court Decision 


The United States Supreme Court has 
held that insurance companies may be 
taxed on their intangibles by the state 
of incorporation even though the com- 
mercial location and executive offices 
may be in another state. It affirmed the 
decision of the court of errors of appeals 
of New Jersey. The higher court holds 
that the Newark Fire, Universal and 
Universal Indemnity were properly 
taxed by New Jersey for the full 
amount of their capital stock paid in and 
accumulated surplus. 





Fidelity Mutual Life, San Francisco— 

. J. Arnette, manager, and J. M. 
Mitchell, assistant manager, led their 
agency in April to No. 1 position in the 
company country wide. J. E. Fitzgerald, 
San Jose, member Million Dollar 
Round Table, and H. N. Lyon, San Fran- 
cisco, were leading personal producers in 











the country. 


Will Preside 




















CLYDE P. JOHNSON, Cincinnati 


Vice-president and General Counsel 
Clyde P. Johnson of the Western & 
Southern Life, who is president of the 
Association of Life Insurance Counsel, 
will preside at the mid-year meeting at 
Het Springs, Va., Friday and Saturday. 








Holgar Johnson at Phoenix 

: 

National President Declares 
That Prestige Building Will Aid in 
Solving Compensation Problem 


PHOENIX, ARIZ.—“One of the rea- 
sons why prestige building is so impor- 
tant to the agent of today is that it 
will provide one of the major aids in 
solving his compensation problem,” de- 
clared H. J. Johnson, president of the 
National Association of Life Underwrit- 
ers, in an address before members of the 
Arizona state association here. 

“Many of the ‘prestige factors’ in our 
business are wrapped up in the fact that 
it has become necessary for us to try 
to stabilize the income of life underwrit- 
ers everywhere,” said Mr. Johnson. “It 
is perhaps the surest way eventually to 
bring about a higher standard of per- 
formance in life insurance and to insure 
that a higher grade of man is being re- 
cruited. Many changes are brought 
about more quickly when they affect our 
pocketbooks. When it becomes econom- 
ically costly to continue to hire any num- 
ber of men who come along, and un- 
feasible to bring large numbers of men 
into the business, we will automatically 
change many of the practices we now 
have.” 


Hyman Heads Field Club 


BALTIMORE—Emanuel A. Hyman, 
Baltimore, has been elected president of 
the national Field Club of the Mutual 
Life of New York because of his. pro- 
duction record for 1938-39. Mr. Hyman 
received a five-year gold medal for hav- 
ing qualified for the Field Club. each 
year during the last five years, the pe- 
riod he has been associated .with the 
Mutual Life. 











In the H. Allen Nye Equitable So- 
ciety agency of Denver plus signs are 
found up and down the line in respect 
of production for the first four months. 
Total volume was greater by 9 percent 
than that of the parallel period the 
previous year. Total premiums were 
15.1 percent ahead. Those agents who 
have been with Equitable more than 
five years show an increase. in volume 
of 26.4 percent and premiums of 25 





percent. 
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Wright Committee 
Finds Flaw in 
Rival’'s Arguments 


L. Mortimer Buckley, Provident 
Mutual, Chicago, chairman of the Harry 
T. Wright committee, has issued a 
statement in refutation of certain im- 
pressions created in a recent letter in 
behalf of the candidacy of John A. 
Witherspoon for vice-president of the 
National Association of Life Underwrit- 
ers. Wright is now secretary of the 
National association and the committee 
that is headed by Buckley has already 
received a large number of endorsements 
from local associations for Wright for 
vice-president. 

The Witherspoon letter charged that 
the Harry Wright committee was claim- 
ing a precedent, which does not exist, 
in saying that it was understood that 
the election of Wright as secretary last 
year put him definitely in line for the 
vice-presidency at the St. Louis golden 
jubilee convention this September. In 
an effort to prove that there is no par- 
ticular precedent for having the secre- 
tary advanced to vice-president and then 
to president, the Witherspoon commit- 
tee listed the major officers of the Na- 
tional association for 22 years back, 
showing that many who had served as 
secretary did not so advance. 


Facts of Progression Changed 


Buckley states that the Witherspoon 
committee failed to point out the vital 
fact that the setup of the National asso- 
ciation was radically revised in 1934 
and that the facts of progression in 
office prior to that date are not com- 
parable to the facts of progression sub- 
sequently. 

Prior to 1934 the officers of the Na- 
tional association consisted of a presi- 
dent, a vice-president and a_ second, 
third and fourth vice-president, in addi- 
tion to a secretary. Accordingly, prior 
to the 1934 convention, between the 
office of secretary and that of president, 
there were four other positions. It was 
more or less understood in those days 
that there was to be progression 
through the vice-presidental ranks to 
the presidency but there was no par- 
ticular precedent for the secretary to 
move up. 


Tells Setup Since 1934 


Since 1934, the National association 
officials have consisted of a president, 
one vice-president and secretary. “In 
line with recent procedure,” two of the 
last three secretaries have been moved 
up to the vice-presidency. 

“If the principle of recognition of 
merit and personal production should 
hold this year, Harry Wright’s elevation 
to the vice-presidency,’ Buckley ob- 
served, “will make three of the last 
four secretaries elevated under the pres- 
ent procedure who have moved forward. 
With the present organization of the 
National association, there is no way 
to provide for prior experience of a 
man as an officer before he becomes 
vice-president except by the advance- 
ment of the secretary.” 


Stress Personal Producer Angle 


The committee headed by Buckley 
emphasizes the fact that Wright is a 
personal producer, indeed one of the 
best known rate book men in the coun- 
try, since he has been a million dollar 
producer for 15 years. “It is interesting 
to note,” Buckley states, “that in the 
list that was sent out by the Wither- 
spoon committee that of the last 22 
presidents of the National association 
not more than three have been rate book 
men which means that at least 19 of the 
list sent out were general agents. In 
view of the fact that probably 90 per- 
cent of the membership is made up of 
field men, we feel that for the good 
of the association Harry Wright’s out- 
standing record both as a personal pro- 
ducer and for the tremendous amount 
of work he has done in association 











affairs in the last 24 years is recognized 
without question by his elevation to the 
vice-presidency.” 





Fischer Studies Extension 
of Farm Land Limitation 


DES MOINES Commissioner 
Fischer has under consideration grant- 
ing farm land extensions to insurance 
companies which hold more than 2,500,- 
000 acres of Iowa farm lands. It is re- 
ported he has delayed granting exten- 
sions pending a study of the farm ten- 
ancy situation and any financial setback 
that would be suffered by insurance 
companies. 

Under the Iowa law, life companies 
are required to sell all acquired real es- 
tate within five years unless they se- 
cure a certificate from the commissioner 
that their interests would suffer by 
forced sale. For non-life companies the 
time limit is three years. Under previ- 
ous administrations, companies were 
granted extensions allowing them to 
hold some land as long as 12 years. 





Test Mississippi Tax Law 
Relating to Annuities 


JACKSON, MISS.—A test suit to 
determine whether the Mississippi life 
insurance tax law covers payments on 
annuities as well as premiums on other 
types of policies went to trial in Jack- 
son chancery court. Decision is ex- 
pected some time this week, after which 
an appeal to the supreme court by the 
losing side is expected. Nearly $200,000 
sought by the tax collector from sev- 
eral companies is involved but the case 
against Mutual Life of New York in 
which $1,510 is being sought was chosen 
for the test. 

State attorneys contend the law 
which specifies that the levy shall be 
“upon the business done within the 
state” applies to both premiums and an- 
nuity payments, and also that wording 
of most contracts refers to annuities as 
“premiums.” Companies point out that 
the attorney-general and insurance 
commissioner in past rulings specifically 
have exempted annuities. Mutual Life 
made payment under protest of the 2% 
percent tax on annuities written in 1936 
but the amount was refunded by the 
commissioner on advice of the attorney- 
general. 


MANDAMUS SUIT IN KANSAS 


Equitable Society has brought man- 
damus proceedings in the Kansas su- 
preme court against Commissioner 
Hobbs of that state to determine if the 
Kansas 2 percent premium tax applies 
to considerations paid for annuities. 
Hobbs must answer the complaint by 
Aug. 1. A temporary writ has been is- 
sued permitting agents of the Equitable 
Society to continue writing business. 

Hobbs alleges that Equitable owes 
taxes amounting to $127,361 on annui- 
ties written between 1927 and 1936. The 
Equitable proceeding was instituted by 
mutual consent. 





Philadelphia Campaign Under Way 


The Philadelphia Association of Life 
Underwriters this week sent out an at- 
tractive folder setting forth the advan- 
tages of Philadelphia as a convention 
city. This is part of the campaign to 
have the National Association of Life 
Underwriters hold its 1940 convention in 
that city. An official invitation was 
extended at the recent mid-year meeting 
of the National association in Louisville. 
The Philadelphia committee is headed 
by Millard R. Orr, Massachusetts Mu- 
tual, national executive committeeman 
from Philadelphia. The Philadelphia as- 
sociation is citing the record that it 
made last month in staging a golden 
birthday party for the National associa- 
tion with Senator Taft of Ohio making 
the principal address. 





Portland (Ore.) Trust & Savings 
Bank, largest savings bank in Oregon, 
is now making loans on life policies at 
3 percent. 





Maryland Commissioner 
Was Secretary of State 





BALTIMORE—Appointment of J. B. 
Gontrum, Lutherville attorney, as insur- 
ance commissioner, 
came as a sur- 
prise, as Governor 
O’Conor in Janu. 
ary, named him 
secretary of state. 
There has been no 
explanation as to 
the reason for the 
shift. 

Com mis sioner 
Gontrum was for- 
merly a member 
of the appeal tax 





court of Balti- John B. Gontrum 
more county. 
He was a candidate for the nomi- 


nation as attorney general of Maryland 
in the last election, but was defeated. 
He is one of the young Democrats who 
became one of the leaders of the party 
in Baltimore county. He supported Mr. 
O’Conor from the beginning in his can- 
didacy for governor. 

Mr. Gontrum is 48 years old, and 
studied at Johns Hopkins University, 
afterward getting his law degree from 





the Maryland Law School. He has 
practiced law for 20 years and much 
of that time has been active in party 
politics. He has the reputation of be- 
ing familiar with insurance laws and 
practices. 


Honor Gordon Campbell 
on His 30th Anniversary 


LITTLE ROCK, ARK.—Agents of 
the Aetna Life and Aetna Casualty in 
Arkansas gave a _ testimonial dinner 
in honor of the 30th anniversary of 
Gordon H. Campbell, general agent, 
Thursday night. 

W. C. Cousins of the home office ac- 
cident and health department will pre- 
sent a bronze plaque given by President 
M. B. Brainard. 

The dinner will mark the conclusion 
of a new business campaign staged by 
representatives of the Aetna Life group 
in Arkansas, and prizes will be awarded 
to winners. Louie E. Throgmorton, 
associate general agent at Shreveport, 
will be toastmaster. 








Agency Director Walter Gotschall of 
Chicago, Equitable Society, spent the 
past week in Southern California. He 
talked before the Alex Dewar, Kellogg 
Van Winkle and Cecil Grankel agen- 
cies. 
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OHIO NATIO 
1959 QUARTER MID LID 


* These seventeen Star Producers are 






members of the 1939 Quarter-Million-Dollar 
Club of The Ohio National Life Insurance Compa a 


achievement in qualifying for club membership, they gue 





fishing trip at Kenneally Lodge, Sioux Lookout, Ontamada 
National, proud of their record, publishes these pages gng1 


recognition of their production of $250,000 or more of pafnes 


Congratulations, |L 
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Logical Defense Against Criticisms 


Presivent W. T. Grant of the Busi- 
NESS MEN’s ASSURANCE in a talk before 
the north central round table of the Lire 
ADVERTISERS ASSOCIATION said that very 
often agents are confronted with criticism 
of people to the effect that the cost of life 
insurance is too high. Evidently they have 
i mind some particular policy and do not 
realize that a life company provides in- 
surance for all sorts of conditions and 
needs. The policies with a higher invest- 
ment interest naturally cost more. When 
we reach down to the short period term 
insurance the cost is light. 

People, therefore, should recognize the 
fact that whatever policy they buy they 
get value received. The state governments 
themselves stipulate the basic cost. The 
net rate so prescribed is loaded for ex- 


penses. No company would dare load very 


heavily because it would soon be ham- 
mered in competition. So far as the mu- 
tual companies are concerned, the excess 
profits are returned to policyholders. The 
non-participating companies offer lower 
If they find that the rate can be 
However at this 


rates. 
reduced that is done. 
particular period rates are increasing be- 
cause of the much lower interest yield 
on investments. 

It would 
themselves 
arguments when _ these 
found. It is true that now and then a very 
selfish or incompetent agent will sell the 
wrong kind of a policy to a particular 
prospect. However, every dollar spent in 
legal reserve life insurance is well spent 
and the person buying such gets his 
money’s worth. 


be well for agents to fortify 
convincing 
are 


with logical and 


objections 


Right Basis for Agents Reward 


VICE-PRESIDENT A, L, Dern of the Lin- 
COLN NATIONAL LIFE at its general agents’ 
conference announced that hereafter it 
will measure an agent’s performance on 
the basis of insurance in force rather 
than on amount paid for. The LINcoLn 
NATIONAL Lire has passed the billion dol- 
lar mark of insurance in force and, 
therefore, it can well afford to work out 
a plan of credit that may reduce the vast 
waste that we have in life insurance. No 
one seemingly has been able to solve 
the cause of the high lapse ratio but 
usually it is due to the agent's either 
overselling a prospect or not selling him 
intelligently and conscientiously. If an 
assured feels that his protection fits his 
condition and will serve to assist in solv- 
ing his personal. problems he is not likely 
to drop it. He finds the automobile, for 
example, a vast help to him in transpor- 
tation. He would not give it up. He 
spends good money for the expense of 
its maintenance. 


Many companies now are rewarding 
agents for their conservation records and 
while new business is most desirable yet 
it has been stressed too much. Sales- 
men have come to look upon volume as 
the criterion by which they will be com- 
pensated and rewarded. It is a hopeful 
sign in the skies to see insurance in force 
being recognized and placed well to- 
ward the fore. 

Unfortunately too many companies use 
tremendous pressure starting from the 
home office and going down the line to 
stimulate production unduly. The agents 
are urged to go out and get business. 
With the great urge of the head office, 
the agency executive, the agency direc- 
tor, the assistant superintendents of 
agents, general agent or manager, super- 
visor, the man in the field simply is driven 
often to overselling or producing busi- 
ness that he knows will not stick. That 
is the type of pressure that needs to be 
relieved. 


Should Give Accurate Information 


IN HIs presidential address as head of 
the ACTUARIAL SociETY OF AMERICA, RAY 
D. MurpuHy, vice-president and actuary 
EQUITABLE Society, paid his respects to 
those who advocate term insurance for all 
people. He struck hard at mischief mak- 
who attempt to show that people 
should not buy or continue a permanent 
form of insurance. 

Mr. MurpHy recognizes, as we all do, 
that term insurance has a legitimate func- 
tion, furnishes temporary or emergency 


ers, 


protection or can be employed for some 
other special purpose. However, anyone 
who studies the history of legal reserve 
insurance must acknowledge that only 
permanent forms give practical satisfac- 
tion. During these depression years nat- 
urally people are cutting the cost in 
every direction. In times of stress and 
storm, term insurance naturally is much 
better than no insurance. It may be 
necessary for a few years to carry tem- 
porary insurance but just as soon as 





possible it should be converted into a 
permanent form because the cost of pro- 
tection from year to year increases and 
especially at the older ages it becomes 
almost prohibitive. 

Life companies offer all various forms 


of policies suitable to the varied needs of 
people. Those that have studied éhe his. 
tory of the business and are experienced jn 
it never urge temporary protection unless 
it is found advisable for some special 


unusual reason. 


What Makes a Good Manager ? 


golden an- 
Superinten- 
of the Mu- 
rather terse 


At THE H. C. HIntzperer 
niversary banquet in Chicago, 
dent of Agents G. A. Satrem 
TUAL Lire of New York, in a 
observation on managerial e‘ficiency, de- 
clared that the person who is administer- 
ing an office and supervising men must 
first be able to master himself. He should 
keep himself under control at all times. He 


should know how to be his own boss with- 
out any doubt. If he has acquired this 
proficiency then he must know how to mas- 
ter and handle men. This makes the com- 
bination that works. A man may be a 
very excellent soliciting agent and yet a 
very unsatisfactory manager. It is well, 
therefore, in selecting managerial talent 
to keep Mr. Satrem’s thought in mind. 








PERSONAL SIDE OF THE BUSINESS — 





Insurance Director Palmer of Illinois 
has been laid up at his home in Spring- 
field with a streptococcic sore throat. 

Henry Stevens, a member of the 
Toledo agency of the Ohio State Life 
and one of its leading producers, has 
been sent to Mercy hospital there and 
it will probably be two months before 
he will be able to go back to duty. 

E. B. Thurman, general agent New 
England Mutual Life at Chicago, after 
addressing the sales congress and gen- 
eral agents and managers meeting at San 
Angelo, Tex., being held June 1-3, will 
spend several days visiting Francis G. 
Bray, general agent at Houston, and 
then will visit relatives at Dallas. 
Messrs. Bray and Thurman plan a tar- 
pon fishing expedition. Mr. Bray for- 
merly was Mr. Thurman’s assistant in 
Chicago for several years. 

The development of the Wisconsin 
National Life and its importance to 
Oshkosh and vicinity were discussed by 
Allen C. Eastlack, actuary, at the meet- 
ing of the Oshkosh Booster Club. 

M. J. Cleary, president Northwestern 
Mutual Life, will be one of the prin- 
cipal speakers at the annual convention 
of the Wisconsin Bankers Association 
in Milwaukee June 6-8. 

Vice-president J. H. Torrance and 
D. B. Alport, assistant secretary, Busi- 
ness Men’s Assurance, have returned to 
the office after prolonged illnesses. Mr. 
Torrance had been confined to his home 
since last November while Mr. Alport’s 
illness kept him in the hospital and at 
home for several months. Although 
neither one is yet performing full du- 
ties, it is expected they will shortly. 

Henry S. Nollen, board chairman of 
the Equitable Life of Iowa, has been 
elected chairman of the Des Moines 
municipal water works board. Mr. Nol- 
len was chairman of the original water 
board when the water works was pur- 
chased by the city in 1919, 

William J. Graham, executive vice- 
president Equitable Society, will deliver 
the commencement address at Parsons 
College in Fairfield, Ia., June 5. 

E. J. Barker, treasurer and one of the 
founders of the Standard Life of Indi- 
ana, has been chosen one of the live 





stock judges for the San _ Francisco 
Fair. Mr. Barker has been a judge at 
the International Live Stock Exposition 
in Chicago for 18 years. He is a for- 
mer member of the Indiana State Board 
of Agriculture and was secretary-treas- 
urer and manager of the Indiana State 
Fair 12 years. 


Arthur F. Hall, board chairman Lin- 
coln National Life, was host to about 
55 senior and junior members executives 
of the staff at a party at Lake Wawasee. 


The program included’ golf, other 
games, stunts and a show. Mr. Hall 


has sponsored these affairs biennially 
for 12 years. 


Mrs. Edna L. Crow celebrated her 
20th anniversary as Denver manager of 
the women’s department of the Na- 
tional Life of Vermont. When she 
started, little insurance was being writ- 
ten for women and many insurance 
companies did not recognize them. Be- 
fore taking over her work, she had three 
years’ experience with the Bankers’ 
Life of Des Moines, and served a year 


in Washington in the quartermaster 
general’s department. When - she 
started, older business women and 


older housewives were the most con- 
cerned about investment. The younger 
generation was not willing to think 20 
or 30 years ahead. Their attitudes have 
changed since. Today, the young busi- 
ness woman plans her investment pro- 
gram when she receives her first salary 
check, Mrs. Crow says. 

Miss Jeanne Baptiste Gillette of New 
York City and Thomas E. Lovejoy, Jr. 
treasurer Manhattan Life, were married 
in Larchmont, N. Y., summer home otf 
the bride’s parents, May 26. Mr. Love- 
joy’s father is president of Manhattan 
Life. 





DEATHS 


Mrs. Walter Stone, wife of the gen- 
eral agent of the Aetna Life in St. Paul, 
who has been ill a year, died at the age 
of 42 years. 

C. S. Rathbone, formerly agency sec- 
retary Occidental Life of California, died 
at Rockford, IIl., of peritonitis following 
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an operation for appendicitis. He was 
for a number of years an agent of Occi- 
dental at Fresno, Cal., and later manager 
He was 
called to the home office in 1933 as 
agency secretary and resigned in 1938 
to go with the Minnesota Mutual Life. 


Mrs. Minerva Charleville, mother of 
Managing Director Joseph Charleville 
of the Life Underwriters Association of 
Los Angeles, died at her home in Pasa- 
dena, of a heart attack following an 
optical operation. 


Samuel Davis, associate counsel of 
John Hancock Mutual, died at his home 





in Winthrop, Mass., in his 73rd year. 
Since 1893 Mr. Davis has been connected 
with the life insurance business. He was 
well known as a contributor to insur- 
ance trade papers and at one time was 
associate editor of the “Journal of In- 
surance Economics,” which was later 
absorbed by the “Eastern Underwriter.” 
Mr. Davis was a member of the Massa- 
chusetts legislature in 1914-16. 


President A. G. McKinnon, of Unity 
Mutual Life & Accident, Los Angeles, 
died of pneumonia in St. Francis hos- 
pital, San Francisco. He was stricken 
while visiting his San Francisco office. 








NEWS OF THE COMPANIES 





L. J. Doolin to 
Fidelity Mutual 


Lawrence J. Doolin, who has been one 
of the prominent members of the staff 
of the Sales Research Bureau, is join- 
ing the head office agency department 
organization of Fidelity Mutual Life 
about July 10. Mr. Doolin has just 
completed 10 years in the service, of the 
bureau. He is a practical life insurance 
man, as he started in the business in 





LAWRENCE J. DOOLIN 


1923 as an agent. He was later ap- 
pointed district manager for Equitable 
Society in charge of New Hampshire. 
Since 1933 he has been head of the Re- 
search Bureau’s consultation service, a 
member of its budget committee that 
controls finances of the bureau, and a 
member of the management committee. 
He has participated in or conducted 
much of the special service work of the 
bureau and has been particularly inter- 
ested in training men for management, 
recruiting and conservation. 

Mr. Doolin graduated from the Uni- 
versity of Vermont, where he served as 
President of the senior class and presi- 
dent of the student body. He is a trus- 
tee of Goddard College at Plainfield, Vt., 
and for the past year has been chair- 
man of its board and a member of the 
finance committee. 

At the same time Fidelity Mutual 
announces appointment of S. S. Dun- 
ning as supervisor at the head office. 
For the past 12 years Mr. Dunning has 
been an assistant to J. Elliott Hall, New 
York general agent for Penn Mutual. 
His father, F. O. Dunning of Plainfield, 
N. J., has been in the life insurance busi- 
ness for more than 40 years. Many 
_ ago he was with Fidelity Mutual, 
Jeginning his service in New Orleans 
N 1897. S. S. Dunning graduated from 
New York University school of life in- 
surance. At one time he was a promi- 
nent baseball player. 


Ph ay) Redwoods Life of Santa Rosa, 
al, 18 being organized as a legal re- 








serve company, according to the Cali- 
fornia insurance department, which has 
approved the name. 


Kansas Life Sale Explained 
LINCOLN, NEB.—T. S. Allen, pres- 
ident Kansas Life, said that sale of his 
company to the Farmers & Bankers 
Life of Wichita, was due to the fact 
that control has rested for the last year 
in a group of Lincoln men and all of 
them had more important business in 
Nebraska. F. E. Card, secretary, and 
W. S. Adams, treasurer, are Lincoln 
bankers, and they say that while the 
company was in excellent financial con- 
dition, making money for its stockhold- 
ers and furnishing gilt edged protection 
to policyholders, none of the Lincoln 
group wanted to move to Topeka. 
Rather than operate by remote control 
they decided to reinsure. Assets will be 
liquidated by the Kansas Life. Mr. Al- 
len says that it will pay $12.76 a share 
for each $10 certificate, an exceptionally 
good price for the stock, he said. Mr. 
Allen has been general counsel for the 
Woodmen companies for years. 


Rural Life Formed at Dallas 


DALLAS—The Rural Life has been 
organized here under sponsorship of the 
Texas Cotton Cooperative Association. 
Reagan McCreary is president, J. E. 
Pope secretary-general manager, and J. 
F. Rodgers, agency director. 


Santa Fe Buys Home Office 


ALBUQUERQUE, N. M.—A resi- 
dence at 1015 West Central Street has 
been purchased by the Santa Fe Na- 
tional Life for a home office. It will 
occupy the building in 1941 when its 
lease in the Strong building expires. 











Sales Manager for New Company 


S. D. Shanebeck of Fort Wayne, Ind., 
has been appointed sales manager of the 
Brotherhood Mutual Life with offices 
in the Central Building there. The com- 
pany was recently organized with the 
following officers: Dr. Homer R. Gettle, 
president; Peter Rupp, vice-president; 
Albert Neuenschwander, secretary-treas- 
urer; Dr. J. W. Bowers, medical direc- 
tor; David Hogg, general counsel, and 
Walter C. Green, actuary. 


Kraft to Midland Mutual Life 


Howard Kraft, who for four years has 
been advertising manager for service 
operations of the Ohio Farm Bureau 
and affiliated organizations, has been 
named in charge of the sales promotion 
department of the Midland Mutual Life. 








Harold J. Cummings, vice-president, 
Minnesota Mutual Life, will speak to 
the National Federation of Sales Execu- 
tives at Philadelphia June 5-7 on “The 
Selection and Training of Salesmen.” 





All business, assets and liabilities of 
the Consolidated Life of Los Angeles 
have been reinsured in the Progressive 
Life of Los Angeles. The deal has been 
approved by Commissioner Goodcell. 


The Loyal Protective Life of Boston is 
now housed in its new home office at 
19 Deerfield street. 


LIFE SALES MEETINGS 





Great-West to Make 
Changes in Policies 


United States managers of the Great- 
West Life met in Chicago this week 
with three head office officials to con- 
sider certain changes in policies, pre- 
mium rates and some liberalization to 
be made in the agents’ contracts, effec- 
tive July 1. The detailed announcement 
of the various changes will be made 
soon by the head office. 

These changes, it is understood, will 
be in recognition of the low interest 
trend which caused a great many Amer- 
ican life companies to change their pol- 
icy settlement options, interest rates, 
etc., on Jan. 1. However, it is said the 
Great-West Life changes will not con- 
form strictly to the more or less stand- 
ard changes made by the American com- 
panies. 

The officials present from the head 
office were F. D. MacCharles, general 
manager and actuary; H. A. H. Baker, 





assistant general manager and superin- 
tendent of agencies, and D. R. Ferguson, 
supervisor of field service. Mr. Baker 
presided in the one-day conference. 

Managers attending were Earl M. 
Schwemm, Chicago; Carl  Sichling, 
Belleville, Ill.; Arthur P. Johnson, De- 
troit; C. T. Milner, Flint, Mich.; F. M. 
Wilson, Lansing, Mich.; C. G. Lie- 
mandt, Grand Rapids; J. D. Graham, 
Minneapolis; M. L. Lindsay, southern 
Minnesota manager, St. Paul and A. 
Finberg, St. Paul. 

The Chicago gathering was one of a 
series of meetings started at Winnipeg 
a week ago, followed by a second meet- 
ing at Edmonton. From Chicago the 
head office officials went to Toronto and 
Montreal for other meetings. 





Six Penn Mutual Agencies 
Hold Joint Conference 


Six general agencies of Penn Mutual 
Life in the midwest are holding a joint 
educational conference at Excelsior 
Springs, Mo., June 2-4. These are Ed- 
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Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 


Incorporated October 28, 1895 


Title Guarantee Building 
Hill at Fifth Street 


Los Angeles, California 








Title Insurance Corporation 
OF .ST.-LOUIS 
810 Chestnut Street 
McCune ~Gill, ~Vice- President 
Qualified with- “Insurance Depart- 
ments ‘of-Missouri and 
Eastern States. 


Only complete tract index in St. Louis 
City and County. 














Specify 
TITLE PROTECTION 


From the 
LARGEST, MOST COMPLETE 
TITLE COMPANY IN THE WEST 
(Capital and surplus over $16,000,000.00) 
TITLE INSURANCE 
and TRUST COMPANY 


433 South Spring Street, Los Angeles 
Other Offices: Santa Barbara, San Luis Obispo, 
Ventura, San Diego, Visalia, Bakersfield, Riverside. 











COLORADO 





THE TITLE GUARANTY COMPANY 


Established 1911 
M. Elliett Houston, Pres. — J. Tate Duncan, Secy. 


Loans 
Abstracts 


Title Insurance 
Real Estate 


15TH & COURT PLACE 
Telephone Keystone 1251 


DENVER, COLORADO 











ILLINOIS 





CHICAGO TITLE 
AND 


TRUST COMPANY 


America’s Leading Title Company 


69 W. Washington Street 
Chicago 











OREGON 





Over $700,000 Capital & Surplus 


TITLE INSURANCE 

ESCROWS 

LOANS 

ABSTRACTS 

COMPLETE RECORDS 
Correspondents New York Life 


COMMONWEALTH, INC. 


415 S. W. Sixth Street 
Portland, Ore. 











UTAH 


INTERMOUNTAIN TITLE 
GUARANTY COMPANY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


309 First National Bank Building 
Salt Lake City, Utah 











WASHINGTON 


WASHINGTON TITLE 
INSURANCE CO. 
Capital $1,350,000.00 
803 Second Avenue 


SEATTLE, WASHINGTON 
Statewide Title Service 
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The WALRUS 





Study in Picturesque 
Terminology 


Bankerslife Agency Managers, keenly 
aware of the importance to Agency de- 
velopment in regularly issued Agency 
bulletins, have exercised ingenuity, 
cleverness and imagination in naming 
their individual publications. In evi- 
dence, we submit this roster: 

Veteran on the list is Madison, Wis- 
consin's, “ Wisconsin,” an adapta- 
tion of the state university's far-famed 
football song. 

Another old - timer — Indiana's 
“Hoosier Warrior.” 

Tom Curtin skippers the Syracuse, 
New York, Agency; hence the “Syracuse 
Tommy-Hawk.”’ 

Almost as old as the Company is the 
Cedar Rapids “Hawkeye Roost.’ 

“Cleveland Ensign" is a natural for 
Agency Manager G. E. Ensign. 
Same thing goes for Frank Wigginton’s 
“Pittsburgh Wig-Wam.” 

Buffalo, New York, has the “Niagara 
Knights.” 

Play-on words is the Wichita, Kansas, 

“Wich-I-Kan.” 

Kansas City’s best known monument 
inspired “Kansas City Scout.” 

Oklahoma's could hardly be anything 
but the “‘Socner™ bulletin. 

“Kaintuckee Kards” goes out from 
Louisville to Bankerslifemen in the Blue 
Grass state. 

Montana's *’Grizzly"’ talks weekly to 
the lads in the Land of the Shining 
Mountains. 

Another animal, a little tamer, 
prompted the Spokane “‘Bulldog.”’ 

Lewis and Clark blazed the western 
trail from St. Louis;—St. Louis Agency 
has its “Trail-Blazer.” 

Grand Rapids, Michigan, salesmen 
live up to “The Hustler.” 

John Michie in Durham speaks 
through the “Carolina Broadcast.” 

Southern and western Nebraskans 
have for years been avid readers of the 
“Cornhusker.” 

In another section of the same state it 
is the “Omaha News Flash.” 

Up in northern Wisconsin, a new- 
comer in the field is the “Appleton 
Viking.” 

Not far west of there, the mimeograph 
turns out the Chippewa Falls’ ‘‘Land- 
O'-Lakes.” 

And to the south, Peoria has the 
“Heart of Illinois.” 

Toledo's ‘‘Saleboat’’ hails from a 
Great Lakes port of prominence. 

Down in Texas, Dallas salesmen swear 
by the “Dallas Longhorn.” 

Coloradoans read regularly Denver 
Agency's “Gold Miner.”’ 

Cincinnati's “Queen City” bulletin 
title came from that Ohio city’s boast. 

Its state university suggested the 

“Seattle Huskies.” 


—BLC— 
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mund P. Connolly, St. Louis; Robert T. 
Shipley, Oklahoma City; James E. 
Rutherford, Des Moines; William H. 
Nicholls, Jr., Wichita, Kan.; Wayne 
Clover, Kansas City, and Frederick A. 
Schnell, Peoria, II. 

Home office guests will be E. Paul 
Huttinger, agency secretary, and Gro- 
ver D. Davis, assistant to the agency 
vice-president, who will speak at the 
business meeting June 3. There will be 
golf and tennis tournaments Friday 
afternoon, a banquet that evening, and 
other recreation, Saturday afternoon and 
Sunday. Approximately 125 agents and 
their wives are attending. 


Honor Three Federal Life Officials 


A gathering of Federal Life producers 
is being held in Chicago Friday cele- 
brating the homecoming of President 
Isaac Miller Hamilton and the birth- 
days of L. D. Cavanaugh, executive 
vice-president, and A. R. Thompson, 
secretary. Senator Hamilton arrived in 
Chicago Saturday after a four- 
month African tour. A production con- 
test is being conducted in June honor- 
ing the three home office officials. The 
field has been divided into two groups, 
Mr. Cavanaugh captaining one and Mr. 
Thompson the other. At the conference 
this week, a business meeting is occupy- 
ing the morning, with a luncheon fol- 
lowed by visit to the home office. Two 
birthday cakes were provided, which 
were decorated with lighted candles that 
were supplied by the agents through 
submitting applications to each of which 
was attached a paper candle slip. Each 
slip was exchanged at the home office 
for a candle to decorate the cake. 





Worcester Branch Celebration 


Closing the spring contest of the 
Worcester, Mass., branch of New York 
Life, on June 26, will be held an all day 
get together. The local life underwrit- 
ers association is holding an “early bird” 
breakfast, which the group will attend. 
The speaker will be Isaac Kibrick, 
famous million dollar producer for New 
York Life, who is now in an important 
supervisory position for that company. 
A special meeting is being held in the 
branch in the morning for new agents. 
The principal meeting will follow the 
luncheon. The speakers will be Mr. 
Kibrick, Henry Held, agency assistant 
at the home office; Frank B. Summers 
of Boston, inspector of agencies New 
York Life, and H. J. Talman, Nylic Top 
Club member of the Worcester branch. 
Paul A. Norton, agency organizer, is 
supervising the day’s proceedings. The 
members of the branch have had 100 
percent production, have doubled the 
number of efficiency members and there 
have been 15 producing agents the first 
24 days of May. 





Hold Convention at Texas Camp 


The annual agency convention of the 
Great National Life of Dallas is being 
held at Camp Waldemar, near Kerr- 
ville, Tex. B. N. Woodson, Sales Re- 
search Bureau, is in charge of the edu- 
cational program. Agents and_ their 
families are spending the entire week at 
the camp, mornings being devoted to 
studv and instruction and afternoons to 
recreation. 





Baltimore Staff Holds Meeting 


BALTIMORE—Agents of the New 
York Life held a meeting in connection 
with the successful spring campaign 
which has just closed. There was a 
luncheon and dinner. H. J. Kirks, 
agency director, Baltimore, presided. 
Special guests at the luncheon were F. 
S. Munsell, inspectof of agencies Atlan- 
tic department, and J. T. Phillips, 
actuary, both giving addresses. L. Seton 
Lindsay, vice-president, also attended. 


New York Life Conference 
ALBUQUERQUE, N. M.—Thirty 
agents of the New York Life held their 
annual meeting here. Charles O’Con- 
nell, New York City; Dick Oliver 
inspector of agencies at large, St. Louis; 











Earl Bewley, Oklahoma City, and Ar- 
thur Sisk, Albuquerque, state director, 
spoke. A discussion was held on the 
effect of the present low interest on the 
earnings of life companies. 





Dwight L. Clarke, executive vice- 
president, and V. H. Jenkins, vice- 
president in charge of production of the 
Occidental Life of Los Angeles, were 
guests at a luncheon meeting of Ohio 
agents in Columbus, O. 

Agents of John Hancock Mutual Life 
in northern Indiana recently were guests 
of George H. Goethals and John C. Ir- 
win, district agents in South Bend and 
Mishawaka. Sales sessions were con- 
ducted by the two district agents and 
Dan W. Flickinger, general agent in 
Indianapolis. Ray O. Woods, sales 
manager, and B. A. Burkart, office man- 
ager from Indianapolis, also spoke. 


POLICIES 














Lamar Life $2,500 Policy 


In a recent statement the Guarantee 
Mutual Life of Omaha, in putting out 
its new preferred low rate ordinary life 
policy issued for a minimum of $2.500 
claimed that the rates were lower than 
any other company on a policy with 
that minimum. The Lamar Life of 
Jackson, Miss., states that at every age 
its rates are lower than those of the 
Guarantee Mutual on its $2,500 policy. 





New Endowment at 65 Rates 


Great Lakes Life, Cleveland, an- 
nounced participating rates for endow- 
ment at age 65. Age limits are 10-50 
inclusive, and amount limits are $1,000- 





$25,000. Illustrative premium rates at 
quinquennial ages are: 

Age Prem. Age Prem Age Prem 
10.....$15585 25... .. $2238 40;. ..2$40-%5 
16.060. £400 DOssc ce Seed sess) eeeee 
> | i 35...- 32.49 50.... 73.06 
Manhattan Life Announcement 


The Manhattan Life announces that 
on and after June 1, no form of single 
premium annuity will be issued provid- 
ing for cash values. 


Officials May Not Intervene 
in Missouri State Case 


ST. LOUIS—At a hearing before 
‘Circuit Judge H. F. Russell on the 
application of J. A. Lennon, attorney, to 
intervene in the old receivership suit 
against the Missouri State Life, declared 
insolvent in 1933, Superintendent R. B. 
Lucas told Judge Russell he did not 
think he was interested in moving to 
set aside the decree and would not un- 
less definite proof developed that a 
fraud had been committed on the court. 

Judge Lucas told the court that his 
department in cooperation with the 
attorney-general’s office will conclude 
its study of the Missouri State Life 
situation at an early date. Judge Russell 
said he would await word from Judge 
Lucas before ruling on Lennon’s appli- 
cation. The state officials are studying 
the Polk & Williams report of the Mis- 
souri State Life-General American Life 
deal of 1933, and the administration of 
the Missouri State Life. The St. Louis 
law firm, retained by the St. Louis 
chamber of commerce, made a thorough 
examination and reported it found no 
evidence of fraud in connection with any 
of the deals. The report, submitted to 
Governor Stark early in May contained 
only some minor criticisms of the Gen- 
eral American Life management. 








Alles Buffalo Manager 


H. E. Alles, who since 1925 has been 
with the Detroit office of the Fidelity 
Mutual Life, first as cashier and sub- 
sequently as assistant manager has be- 
come manager of the Buffalo agency. 
His office is in the Stock Exchange 
building. 











Casper 


—— 


GGIE+SGEC=GWPPP 


California's great 


Fair, the GOLDEN GATE 
INTERNATIONAL EXPOSI- 


TION, plus the 
MENTO-GOLDEN 
CENTENNIAL, cel 


the 100th birthday of our 


Home Office City 


forth the GOLDEN WEST 
PRODUCTIVE PERIOD 
POLICY, a streamlined 
form of life insurance pro- 


viding a maximum 


of level premium protection 
when the need of the aver- 
age man is greatest—dur- 
ing the Productive Period. 


It's part of the Perfect Cir- 
cle of Personal Insurance 
Services offered by Calli- 
fornia-Western States Life, 
a circle that serves every 


family purpose. 


The new GOLDEN WEST 
PRODUCTIVE PERIOD 
POLICY has been so de- 
signed that the premium 
during the usual productive 
years of life to age 65 is 
considerably less than the 
rate for an Ordinary Life 


policy. 
Ai the end of the 


tive Period, the policy pro- 
vides five attractive op- 


tions, one of wh 
meet the insured’s 
that time. 


It's an ideal plan 


man who wants great pro- 
tection for the growing- 
up years of his family. And 
it's an ideal product for the 
who wants to 
give his clients the most 
protection for their money. 


salesman 
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| NEWS OF LIFE 


ASSOCIATIONS 





all 


: Cassidy Nominated 


at San Francisco 


SAN FRANCISCO—H. K. Cassidy, 

general agent Pacific Mutual Life, will 
be the next president of the San Fran- 
cisco association, being the only nomi- 
nee for president presented at the last 
meeting. He has been a director and 
program chairman. George Bowman, 
New York Life, was nominated for vice- 
president, representing ordinary agents, 
and will be elected early in June. 
M. White, Northwestern Mutual, chair- 
man Quarter Million Round Table, al- 
ready has been elected vice-president 
representing the C. L. U. group. The 
general agents and managers division 
will select its vice-president at a meet- 
ing soon to be held. Paul G. De Alva, 
Phoenix Mutual Life, was nominated 
for secretary-treasurer. Nominated for 
directors, three from each term group 
to be elected, were: One year—E. A. 
Hampton, Provident Mutual; Paul Web- 
ber, Lincoln National; H. V. Montgom- 
ery, State Mutual; R. G. Glassman, 
State Mutual; Harold Kay, New York 
Life, and Mrs. Mary Bradley, Califor- 
nia-Western States; two years—J. W. 
Barnette, Massachusetts Mutual; E. F. 
Marbourg, Mutual Life of N. Y.; Mrs. 
Bruce Ashton, Connecticut General; H. 
N. Lyon, Fidelity Mutual; Anthony 
Flamer, Aetna Life, and Anthony Caw- 
ley, John Hancock; three years—S. B. 
Brooks, Guardian Life; J. V. Lawry, 
Northwestern Mutual; J. M. Mitchell, 
Fidelity Mutual; Robert Davies, New 
York Life; Ragle Lynn, Equitable So- 
ciety, and Mrs. Katherine Noble, Penn 
Mutual. 

There is a great volume of new life 
insurance to be written in the United 
States and the prestige of the agent is 
an essential if the volume is to be ob- 
tained, H. J. Johnson, president Na- 
tional association, stated in an address. 
O. Sam Cummings, past president Na- 
tional association and company execu- 
tives were present. Among these was 
W. E. Bixby, president Kansas City 
Life who was attending a regional 
meeting of his company’s. general 
agents. 

Report of the business practice agree- 
ment recently approved between the 
San Francisco Bar Association and San 
Francisco association was given by J. 
H. Riordan, immediate past president 
San Francisco bar. H. K. Cassidy pre- 
sided and V. T. Motschenbacher, presi- 
dent, introduced Mr. Johnson. Francis 
V. Keesling, president West Coast Life, 
was at the speaker’s table. Mrs. Holgar 
Johnson attended, having joined her 
husband at Seattle, traveling from Pitts- 
burgh by plane. 





Leading Producers Honored 
at Portland Gathering 


PORTLAND, ORE. — Wilbur K. 
Hood, Mutual Life of New York man- 
ager, winner of the 1938 volume trophy, 
and W. J. Harger, Atlas Life, Albany, 
winner of the lives cup award, were 
honored at the annual life leaders ban- 
ea Nearly 175 managers and agents 
— all parts of Oregon attended the 
anquet, sponsored by the Life Insur- 
ye Managers Association of Oregon, 
° which T. J. Binder, general agent 

quitable Life of Iowa, is president. 
an Hood’s trophy was presented by 

‘chard Sherwood, Phoenix Mutual 

ife, for $529,580 volume on 80 lives. 
on arger, leader of his company for 

ree consecutive years, was presented 
ca by his manager, Dewey Hib- 
ard. Mr. Hood also was second lar- 
+ i producer for his company west of 
rw Foe ray and leading producer on 
pe na G. B. Schwieger 

1. J. Johnson, president National as- 
sociation, and F, e Curry, San Ht 





cisco, general agent Penn Mutual Life, 
gave inspirational addresses. J. E. Fitz- 
gerald, San Jose, three million dollar 
producer Fidelity Mutual ascribed much 
of his success to spare hour study. Dr. 
B. R. Baxter, president Willamette Uni- 
versity, also was a speaker. 





Slate of Peoria, Ill., Group 
Announced; Elect June 15 


PEORIA, ILL.—Frederick A. Schnell, 
Penn Mutual general agent, has been 
nominated for the 1939-40 presidency of 





FREDERICK A. SCHNELL 


the Peoria association, to succeed Roy 
Davis, Aetna Life. Others nominated 
are: F. J. Manning, general agent Met- 
ropolitan, for first vice-president; F. E. 
Cavette, Reuling & Williamson agency 
Massachusetts Mutual, for second vice- 
president, and J. W. Ross, Mutual Bene- 
fit, for reelection as secretary-treasurer. 
The annual meeting will be held at a 
luncheon June 15. 

Nominated for directorships are: J. 
A. Clark, general agent John Hancock; 
John Reno, Equitable Society; C. 
Garrett, general agent Northwestern 
Mutual; J. B. Scott, superintendent Pru- 
dential, and Harry McClarence, of the 
C. T. Wardwell agency Connecticut 
Mutual. Mr. Davis, as immediate past 
president, will automatically be a di- 
rector. Holdovers are: James Hack, 
New York Life, and H. A. Shaw, In- 
dianapolis Life, past president. 

The nominations were announced at 
the monthly meeting by C. W. Reuling, 
chairman nominating committee. J. W. 
Leigh, St. Louis, Mo., Massachusetts 
Mutual, spoke on “Life Values.” 


Three Notables Talk 


in Los Angeles 


LOS ANGELES — The association 
met with the Life Managers Club to 
greet Holgar J. Johnson, president Na- 
tional association, and President B. J. 
Perry, Vice-president C. O. Fischer and 
Agency Secretary W. M. Benton of the 
Massachusetts Mutual, as honor guests 
at a breakfast. Henry Mosler, president 
of the underwriters presided, giving 
what was practically a farewell address, 
as his term expires in June. J. W. 
Yates, program chairman, took charge. 

Mr. Fischer talked on the “Search for 
Security.” The life insurance business 
is a great business because it is a safe, 
active and enduring business that is 
playing an important part in the search 
for security, he said. Everyone is strug- 
gling to get wealth in order to have se- 
curity. Life insurance is the ideal an- 
swer to the search for security, he said. 
W. G. Farrell, member of the commit- 
tee in charge of the consumers’ educa- 








tion program talked briefly on the plan. 

President Perry of the Massachusetts 
Mutual spoke on “Observations,” tell- 
ing something of the Institute of Life 
Insurance. He discussed taxes, saying 
there will be but little improvement in 
business conditions until the tax situa- 
tion is corrected. The ratio of taxes to 
income increased from 23.9 percent in 
1932 to 43.4 percent in 1938, he said, 
and insurance companies paid to the 
states $103,000,000 in taxes, only about 
5 per cent of which was given state in- 
surance departments for their operation. 

Mr. Johnson talked on “Changing 
Trends.” Mr. Johnson addressed the 
San Diego association after leaving here 
on his swing back to the east. 





Griffith Praises Life Insurance 


Major John L. Griffith, Chicago, Big 
Ten athletic commissioner, told the In- 
dianapolis Association of Life Under- 
writers, that life insurance agents have 
probably done more to promote individ- 
ual thrift and self-reliance than represen- 
tatives of any other institution in 
America. 





Port Arthur, Tex.—H. R. Krebs, South- 
western Life, was reelected president at 
the annual meeting. He was elected 
vice-president a year ago but was ele- 
vated to president about six months later 
when N. M. Myrick resigned as presi- 
dent following his removal to Beaumont. 
R. L. Sturrock, National Life & Accident, 





is the new vice-president, and Mrs. 
Melanie Cohn, Southwestern Life, secre- 
tary-treasurer. 

Nashville, Tenn.—Will Taylor, 
tary Franklin Life, spoke. 

Florida—President-elect E. M. Willis 
will confer with LeRoy Johnson, imme- 
diate past president, regarding the life 
agents school to be held in July. The 
new president will not take over until 
July 1, but is busy conferring with 
leaders in developing a comprehensive 
program. 

Idaho—Kent Tatlock, supervisor Twin 
Falls district for Business Men’s Assur- 
ance, was elected president at the an- 
nual meeting held in Boise. C. C. Dudley, 
also of Twin Falls, was elected secre- 
tary-treasurer. 

Birmingham, Ala.—M. A. Davidson, 
agent Mutual Life of New York and 
association vice-president, was named 
acting president to succeed Ben Walker, 
who has gone into business for himself 
in south Alabama. Mr. Davidson has 
been active in the association for five 
years, holding nearly all offices. 


Salt Lake City—A nominating commit- 
tee headed by H. J. Syphus, submitted a 
slate to be voted on at the annual meet- 
ing June 13: For-president, Frank Moz- 
ley, Beneficial Life, and O. L. Hiner, 
United Benefit Life; first and second vicer 
presidents, J. V. Keating, Prudential; 
C. E. Bechtel, Mutual Life, New York; 
F. E. Herb, Penn Mutual; W. B. Furman, 
Prudential; secretary-treasurer, K. K. 
Krogue (present encumbent), and Joel 
Richards, New York Life; executive com- 
mittee (six to be elected); W. A. Crow- 
der, Bankers Life of Iowa; W. D. Brown, 


secre- 














the agents will make. 


circumstances possible. 











Blazing New Trails 


NLY the old-timers in life insurance will remember that it 

was twenty-eight years ago when New England Mutual 
pioneered Policyholder’s Month. In setting aside the month of 
June for this special service by its fieldmen, it was the first 
company to establish such a program — making June eventually 
the second largest production month of the year. 


Now this century-old Company embarks upon a three-point 
plan that marks another great step forward. 1. During Policy- 
holder’s Month this June, a personal letter from a Company 
officer will precede each of the thousands of personal calls which 


2. Instead of suggesting that the member review his own policies, 
the agent himself delivers a complete analysis of the policyholder’s 
insurance, thus obtaining interviews under the most favorable 


New Encianp Murua 
Life Insurance Company of BOSTON 


Georce Witrarp Smitn, President 


3. Additional support for 
the fieldman is provided by 
the Company’s national ad- 
vertising in leading publica- 
tions, with a total circula- 
tion of over 8,000,000. This 
ties right in with the pro- 
gram and builds up the 
agent’s prestige with policy- 
holders and worth-while 
prospects as well. 








*® FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA — 1835 
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Prudential; G. W. Cox, Metropolitan; 
WwW. Cc. Brimley, New York Life; J. J. 
Crane, United Benefit Life; R. H. Peter- 
sen, Pacific National Life; G. P. Kugh- 
ler, New York Life; W. F. Smith, Equita- 
ble Society; H. J. Syphus, Beneficial 
Life; historian, J. V. Smith, New York 
Life. 


Akron, 0.—Annual banquet and in- 
stallation of officers will be held at the 
Mayflower Hotel June 16. Holgar J. 
Johnson, Pittsburgh, president National 
association, will speak on “Life Insur- 
ance—a True Democracy.” The event 
will be open to all interested business 
men. Many groups of insurance men 
from nearby cities are planning to at- 
tend. 


Minnesota—Hundreds of invitations 
will go out this week to Minnesota life 
insurance men, bidding them to the an- 
nual meeting Minnesota association, 
June 15, at St. Paul. The business meet- 
ing will be held in the morning at the 
Saint Paul hotel, with a luncheon fol- 
lowing at which the honor guest will be 
H. J. Johnson, National association pres- 


ident. 
etal 
Oklahoma—Holgar J. Johnson, presi- 
dent National association, was special 
guest and speaker at a meeting June 1. 
Attendance was about 350. Invitations 
were sent to the Tulsa and Muskogee 
associations and special invitations ex- 
tended to wives of all underwriters. The 
association recessed for the summer. 


Waterloo, Ia—Phil Orchard, North- 
western National Life, Sioux City, vice- 
president of the Iowa state association, 
talked on “The Other Half of Your 
Dollar.” K. L. Bragdon, Northwestern 
Mutual, Waterloo, reported on the recent 
state meeting. 


Lincoln, Neb.—Gilbert T. Stephenson, 
representing the research division of 
the American Bankers Association, stated 
in a talk at the monthly meeting that 
estate planning has become a most im- 
portant activity, and as necessary in 
insurance selling as diagnosis is to a 
doctor. Estate planning includes plans 
for handling insurance proceeds by 
trusts. Trusts are good for the inex- 
perienced, incapable and indifferent, and 
beneficiaries of life insurance policies 
are natural objects of their creation. 
It is claimed, he said, that danger lies 
in this direction if the idea is stretched 
to the point of making possible an en- 
dowed generation without responsibili- 
ties, but this cannot be true of life 
insurance trusts because of their definite 
purposes. 


St. Louis—The annual meeting will be 
held aboard the steamer President on the 
Mississippi River the afternoon of June 
16. ‘ The boat was chartered for the oc- 
casion. 

St. Paul—E. A. Oistad, Guardian Life, 
was elected president, succeeding Harold 
Ames, Prudential. Others elected were: 
Vice-president, D. H. Field, Prudential; 
secretary-treasurer, P. M. Woodward, 
Bankers Life; directors, P. H. Bixby, 
Travelers; Ben Bratter, National of Ver- 
mont; L. L. Erickson, Northwestern Mu- 
tual; H. W. Moore, Mutual Life of New 


York. J. O. Todd of H. S. Vail & Sons, 
ih aie spoke on “Why Limit Your- 
self?” 


Kansas City, Mo.—The association will 
elect officers at an outing and dinner 
meeting June 9. H. E. Kincaid is gen- 
eral chairman. 


South Dakota—At the annual conven- 
tion in Huron, Earl W. Lemonds of 
Sioux Falls, was reelected president. 
Other officers are: LeRoy Crawford, 
Aberdeen, first vice-president; M. G. 
Smith, Watertown, second vice-president; 
M. J. Beckers, Rapid City, third vice- 
president; H. V. Harlan, Sioux Falls, sec- 





retary - treasurer (reelected). National 
committeemen are: Grant Morstad, Sioux 


Falls; Carl H. Weir, Huron; A. E. 
Mitchell, Watertown; A. D. Millgan, 
Aberdeen. 


Asbury Park, N. J.—F. C. Ditmars, 
Massachusetts Mutual, Newark, secretary 
Northern New Jersey association, will 
speak on “Professionalizing the Life In- 
surance Business.” 

Virginia— E. B. Felty of Lynchburg 
was elected to succeed L. I. Held of 
Richmond as president at the annual 
meeting held at Virginia Beach. Vice- 
presidents are: E. D. Calhoun, Roanoke; 
A. O. Swink, Richmond; G. C. Chapin, 
Newport News; W. L. Bridges, Danville; 
J. C. Nelson,- Norfolk. Directors: Miss 
Alice Palmer, Norfolk; I.. L. Wornom, 
Newport News; J. H. Grogan, Pulaski; C. 
R. White, Winchester; Ralph Fralin, 
Roanoke; E. L. Ayres, Lynchburg; N. L. 
Huffaker, Richmond; J. R. Garst, Mar- 
tinsville; J. A. Patterson, Danville. Wil- 
liam Andrews of Greensboro, president 
North Carolina association, was princi- 
pal speaker at the business session the 
first day and assisted L. I. Held, retir- 
ing president, in conducting the training 
conference for new officers the second 
day. R. B. Hull, managing director Na- 
tional association, spoke at the banquet. 
A resolution was adopted recommending 
to companies, general agents and mana- 
gers that they make contracts with no 
one not engaged in the insurance busi- 
ness. Membership has increased steadily 
since the association was formed four 
years ago, being now about 500. 

Milwaukee—The annual golf tourna- 
ment and outing will be held at Chenequa 
Country Club on June 8 

Orange Belt Association— John E. 
Jones, Union Central, Riverside, is the 
new president; James D. Palmer, Aetna, 
San Bernardino, vice-president; Jack H. 
Faris, Pacific Mutual, Riverside, secre- 
tary. 

San Antonio, Tex.—Officers elected are: 
B. A. Wiedermann, Union Central Life, 
president; C. B. McPhail, Great American 
Life, vice-president; B. W. Douglas, Con- 
necticut Mutual Life, secretary. Direc- 
tors are Bruce Veazey, Indianapolis Life; 
L. E. McCluer, New England Mutual Life; 
Cc. D. Bubar, State Mutual Life, and Mil- 
ton Fisher, Pacific Mutual Life. 

Matthew Brown, General American Life 
general agent, spoke on “Life Insurance 
as a Solution for the Economic Problems 
of Life Today.” 


Bankruptcy Effects Discussed 

INDIANAPOLIS—Carl Wilde, ref- 
eree in bankruptcy, U. S. District Court 
at Indianapolis, told members of the In- 
dianapolis C. L. U. chapter that those 
engaged in writing life insurance and 
who own it should know of the effect 
of bankruptcy on such policies. “For 
example,” he said, “when a person who 
becomes bankrupt has an insurance pol- 
icy which has a cash surrender value 
payable to himself, his estate or per- 
sonal representative, he may, within 35 
days after the cash surrender value of 
the policy has been ascertained, pay or 
secure to his trustee in bankruptcy such 
sum. Thereafter he may continue to 
hold, own and carry such policy free 
from the claims of the creditors partici- 
pating in the distribution of his estate 
under the bankruptcy proceedings.” 

H. E. Storer, Bankers Life of Iowa, 
presided and Wendell Barrett, Provi- 
dent Mutual Life, introduced the 
speaker. 








The Strength of Steady Growth 








a 


is reflected in financial statement figures. True growth is 
represented by the business that stays on the books, by 
actual increase in earnings and in worth. Subtantial gains 
in Insurance in Force, in Surplus, and in Assets, marked 


the progress last year of 


Security Mutual Life Ins.Qo. 


Frederick D. Russell, Pres. 


BINGHAMTON, N. Y. 
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Simple Income Insurance is 
Answer to Vexing Problem 


“Raising the Sights of the Average 
Producer” was the subject dealt with by 
H. B. Berwick, supervisor of field serv- 
ice of the Manufacturers Life before the 
Pittsburgh Supervisors Club. In_ the 
course of his remarks he said “From 
the standpoint of agency building there 
is immeasurably more to be gained by 
elevating the man who gets between 
$50,000 and $75,000 to the point where 
he does $100,000 of business and by rais- 
ing the $100,000 man to $150,000 than 
by raising the $250,000 producer to $500,- 
000 and the $500,000 man to $1,000,000. 


The great bulk of the 110 billions of life }- 


insurance in force has been produced by 
average agents and is on the lives of 
people in the smaller income brackets. 
These average people for the most part, 
are conscientious in their desire to suc- 
ceed. They are closing a fair number of 
cases but in the main for small lump 
sums of $1,000, $1,500, $2,000, $2,500, 
etc. 


Can Not Purchase Large Policies 


“Tt is a simple matter to say that the 
solution for these men is to raise the 
average size of their sales but one must 
consider also the situations of the peo- 
ple to whom they are selling. It is a 
fact that 80 percent of the incomes in 
the United States are less than $2,000 
and these are the prospects to whom our 
average agents are selling. The fact is 
that they are fot able to purchase elab- 
orate programs nor can they buy insur- 
ance in substantially greater units than 
at present. 

“The problem then is to give these 
salesmen something which will improve 
their selling habits and better their pres- 
entation and at the same time something 
which will have sufficient appeal to the 
average prospect to break down his habit 
of buying the minimum unit. Obviously 
the only program possible for the small 
prospect is one which will provide: (a) 
—a sufficient amount of cash at his death 
to enable him to die at par with the 
world, and (b)—a minimum income for 
his family as long as his particular 
means permit. 


Simple Income Selling 


“There is ample evidence that simple 
income selling is to a large extent the 
answer to the problem of the average 
producer in life insurance. Too much 
concern, too much emphasis on mere 
results and on the necessity of earning a 
living income are not going to solve 
the problem. It is one which cannot be 
solved until such time as we provide as 
scientific a method of selling insurance 
by the average representative and for 
the average prospect as we are now do- 
ing for the well-established successful 
producer who analyzes and programs 
the insurance estates of prospects 
in better than average income brackets. 

“If we can persuade our average agent 
to do a proper programming job for the 
small prospect we will have taken a big 


CONVENTION DATES 


June 1-3—Texas State Life Under- 
writers Association, San Angelo. 

June 1-2—American Institute of Actu- 
aries, Edgewater Beach Hotel, Chicago. 

June 3-4—Association of Life Insur- 
ance Counsel, Hot Springs, Va. 

June 15—Minnesota Life Underwriters 
Association, St. Paul Hotel, St. Paul. 

June 20-22—National Association of 
Insurance Commissioners, Hotel Fair- 
mont, San Francisco. 

June 27-29-—Medical Section Ameri- 
can Life Convention, Hot Springs, Va. 

July 12-13—National Negro Insurance 
Association, Los Angeles. 

Sept. 27-29— National Association of 
Life Underwriters, St. Louis. 














step towards assuring that he will have 
all the things which are requisite to his 
progress and happiness in the life jp. 
surance business. In other words these 
things: 

1. Sufficient knowledge to enable him 
to approach prospects with confidence, 

2. Frequency of sales regardless of 
amount. 

3. A sufficient income to keep out of 
debt. 

4. A sense of achievement. 

5. A recognition of greater opportuni- 
ties for him personally. 

6. An adequate amount of personal 
life insurance. 

7. Agency recognition. 

8. A system of work which keeps him 
consistently busy. 


Hewitt Heads Houston Managers 


The Houston Association of Life In- 
surance General Agents & Managers has 
elected as the new president Homer G. 
Hewitt, Texas manager for Northwest- 
ern National Life. Dave Bintliff, Amer- 
ican National, is the new vice-president; 
Bruce Patterson, John Hancock Mutual, 
will serve as secretary. 

Joseph Smith, Aetna Life, is chairman 
of the committee in charge of the Hous- 
ton delegation to the state convention at 
San Angelo this week. Francis Bray, 
New England Mutual, was made chair- 
man of a committee to foster legislation 
liberalizing the Texas iaws governing in- 
surance for airline travelers. Retiring 
president is Russell Smith, Jefferson 
Standard. 


Organize New President's Club 


A new club called the President's 
Club, and a division of the present Min- 
ute Men Club, are included in the new 
production club set-up announced by W. 
M. Rothaermel, agency vice-president 
Continental American Life. The Presi- 
dent’s Club is the highest production 
club. The Leaders Club will be known 
as the Convention Club. The President's 
Club is divided in six corps and the Min- 
ute Men Club in two corps and an “as- 
sociate” or pro-rata membership for new 
men. Field men who qualify for the 
President’s and Minute Men Clubs will 
be invited to attend the company’s an- 
nual meeting in addition to other 
awards. 


LEGISLATION — 


California—Governor Olson has signed 
the bill increasing license fees. Fees for 
fire and casualty agents will be $5; life 
$5, and brokers $10; with a new class!- 
fication of insurance counsellors at 4 
still higher fee providing the next legis 
lature enacts a law legalizing the pro- 
fession of insurance counsellors. Fees 
do not go into effect until Jan. 1. The 
bill also provides that applications for 
licenses must be filed before May 31 
each year or double the fee will be 
charged and that if application for te 
newal is not made before July 31, then 
the applicant must take an examination 
just as if he was entering the business. 

Nebraska—The legislature has ad- 
vanced to final reading a bill completely 
divorcing the state securities (blue sky 
bureau from the state insurance depart 
ment and making it a part of the state 
banking department. " 

New Hampshire—The house has killed 
the bill to increase the salary of the 
deputy insurance commissioner from 
$1,800 to $2,500 a year. 
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Wisconsin Federation Meets 
at Fond du Lac June 10 


FOND DU LAC, WIS.—More than 


| 500 delegates and visitors are expected 
to attend the annual convention of the 
' Wisconsin Federation of Aid Associa- 
‘tion for Lutherans here June 10. Fond 


du Lac branch No. 75 is host. Dele- 
gates will attend from Wisconsin and 
Upper Michigan. Local branch officers 
and agents will meet in the morning. 
president, and_ several 
other national officers from the home 
ofice in Appleton, Wis., will speak. 


' General sessions will be held in the af- 


ternoon, when federation officers will be 
elected and other business transacted. 


Hold Fraternal Day Observance 


NEENAH. WIS.—N. J. Williams, 
president Equitable Reserve, introduced 
Fred R. Zimmerman, Wisconsin secre- 





| tary of state, chief speaker at the Fra- 
' ternal Day observance sponsored by 10 


fraternals of Neenah and Menasha. Fred 


' Nixon was master of ceremonies. There 


were entertainment and drills on the pro- 
gram. About 250 attended. 





Werkmeister Reelected as Head 


MILWAUKEE—Otto Werkmeister, 
Modern Woodmen, was reelected presi- 


' dent of the Milwaukee Fraternal Con- 


gress at the annual election, Other of- 





ficers named are John Praesser, Jr., 
Odd Fellows, vice-president; Leo Pack- 
ard, Knights of Pythias, secretary, and 
Paul Leitzke, Moose, treasurer. New 
directors elected are James Johnson, 
Modern Woodmen; E. T. Lubeck, Odd 
Fellows, and Mr. Leitzke. Plans were 
discussed for staging a second annual 
Fraternal Day at the Wisconsin state 
fair this fall. 


Two Societies Are Consolidated 


MILWAUKEE — The American 
Catholic Union, mutual benefit society 
operating in Wisconsin since 1890, voted 
to merge with the Catholic Family Pro- 
tective. Vincent Holan, secretary of 
the Union, will be recording secretary 
of the group, whose branches remain 
intact. All benefits of Catholic Family 
Protective contracts automatically will 
be extended to members of the Union. 


Lincoln Organization Completed 


LINCOLN, NEB.—Fraternal insur- 
ance deputies and field men in this area, 
who recently formed a temporary or- 
ganization, have adopted the name of 
Fraternal Legal Reserve Insurance Un- 
derwriters of Lincoln. Articles of in- 
corporation were approved. Faye Shatto 
was added as second vice-president. 
Monthly meetings will be held. 








The Baptist Life of Buffalo, N. Y., has 
been licensed in California. 








AS SEEN FROM CHICAGO 





KLEIN AGENCY EXPANDS 


The A. R. Klein Chicago agency of 
Home Life will occupy new quarters in 
2650, One North La Salle, June 1, tak- 
ing 50 percent more space. Since he 
started but a few months ago on Nov. 
15, 1938, Mr. Klein has built up a re- 
markably well producing agency from 
scratch. So well did his agency pro- 
duce that it won the company’s “New 
Organization Award” for the first quar- 
ter of 1939. Mr. Klein has 14 men on 
his staff. One of these has already 
qualified for production honors on a 
quality business basis. According to all 
indications, this agency will exceed its 
yearly quota on June 30 of this year. 

Mr. Klein before becoming a general 
agent for the Home Life was assistant 
manager with Equitable for six years. 
He is a graduate of the University of 
Michigan where he starred in baseball 
and basketball. He is a C.L.U. 


FULTON VISITS WALSH 


C. C. Fulton, Jr., agency vice-presi- 
dent Home Life, was in Chicago this 
week conferring with J. F. Walsh, resi- 
dent assistant supervisor of agencies, 
concerning the continued development 
and expansion of Home Life in the Chi- 
cago area. 





TALKS ON “CRIME AND INSURANCE” 


G. R. Bartels, special investigator 
States attorney’s office, will speak before 
the Insurance Club of Chicago on 
Crime and Insurance” on June 6 at 6 
P. m. He will cover liability rackets, 
chiefly. 


RELIANCE MUTUAL OPENS BRANCH 


Reliance Mutual Life of Illinois has 
opened a branch office in A-2124 Insur- 
- Exchange, Chicago, which houses 
= E. H. Walters Company. This 
ranch will be under the management of 
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D. W. Oas. It will cater to brokerage 
and association business. 

Mr. Oas was agency supervisor at the 
home office previous to his appointment. 
Opening of the office was occasioned by 
expanding business. 





BERNHARD LEAVING HIS POST 


Raymond S. Bernhard, assistant gen- 
eral agent Massachusetts Mutual Life, 
Chicago, who has helped to direct the 
John H. Dingle agency for the past 
year, is leaving the post, his connection 
terminating with resignation of Mr. 
Dingle. Mr. Bernhard is going on a 
fishing trip to northern Minnesota, and 
upon his return will consider another 
connection or return to personal produc- 
tion in which previously he was very 
successful and was one of the Mutual 
Life’s leaders countrywide. His biggest 
year in ‘selling was 1934, when he paid 
for $890,000. He formerly was for a 
number of years educational director 
Heifetz agency, Mutual Life of New 
York, after several years as a success- 
ful agent. He has been in the business 
12 years. Mr. Bernhard is author of 
“Business & Estate Insurance Service,” 
published by Commerce Clearing House, 
and an authority on estate arrangements 
and business insurance. He also has 
done much recruiting and training. 





SENATE HEARING CANCELED 


The hearing that was scheduled last 
Friday in Chicago before a state senate 
committee on a bill to increase the sur- 
plus requirements of socalled legal re- 
serve assessment companies, was not 
held, as the measure had been reported 
out of committee. 





TRAVELERS CHICAGO CHANGES 


Karl D. King, Jr., has been appointed 
district group supervisor in Chicago for 
the Travelers. He was assistant group 
supervisor there. Mr. King has been 
with the company more than 14 years, 
10 of which have been in the group 
department in Chicago and two at the 
home office. 

Other changes include transfer of 
L. F. Brown, who has been a district 
group supervisor at the Travelers To- 
ledo branch, to new headquarters at the 





Chicago office effective June 5, and R. 
K. Agnew, group assistant at the com- 
pany’s Peoria office, who has been pro- 
moted and transferred to territory under 
the supervision of Regional Group 
Supervisor E. S. Tank at ‘Chicago. Mr. 
Tank announces that the office at 303 
Insurance Exchange is being remodeled 
to take care of the additional men. Mr. 
King, Mr. Brown and Mr. Agnew are 
all under Mr. Tanak’s direction. 


NEW YORK 


KNIGHT OUTING JUNE 16 

The Charles B. Knight agency of the 
Union Central Life in New York City 
will hold its annual outing at the West- 
chester Country Club June 16. 














N. Y¥. ASSN. MEETS JUNE 8 


The New York City Life Underwrit- 
ers Association will hold its annual 
meeting June 8 at 12:15 p. m. at the Ho- 
tel Pennsylvania. L. A. Cerf, Jr., will 
present his report as president and com- 
mittee chairmen will give their reports. 
Election of officers and new members of 
the board of directors will follow the 
luncheon. Benjamin Alk, Hyde agency 
Penn Mutual Life, has been nominated 
for the presidency. 





J. M. FRASER HONORED 


J. M. Fraser, general agent Connecti- 
cut Mutual Life, New York City, was 
guest of honor at a surprise dinner cele- 
brating his twentieth anniversary with 
the Connecticut Mutual. . His brother, 
P. M. Fraser, vice-president Connecti- 
cut Mutual, was toastmaster. Other 
speakers were J. S. Myrick, manager 
Mutual Life in New York City, Vincent 
B. Coffin, second vice-president Connec- 
ticut Mutual, and J. F. Toomey, Jr., as- 
sociate general agent of the Fraser 
agency, who presented a gift to J. 
M. Fraser on behalf of the agency. 





REFUGEE PROSPECTS SEEN 


It is interesting to see in the New 
York City area what might be called a 
new group of prospects, they being the 
refugees that have come to these shores 
from across the water during the last 
two years or so when dictators have 
been severe. 





SARA FRANCES JONES’ TALK 


The Equitable Society’s “Agency 
Items” pays tribute to Sara Frances 
Jones, one of its prominent agents in 
Chicago who addressed the New York 
City Life Underwriters Association. In 
discussing the possibilities for women 
in life insurance she said in part: 

“Women find the self-same reason 
that causes thoughtful men to take up 
life underwriting as a career; we all 
want to do a life work that combines: 
Earning power based on one’s own 
effort; security in one’s profession (no 
one ever discharges any man or woman 
in our business who is a good produ- 





cer); a profession in which increasing 
years become an advantage rather than 
a disadvantage, and certainly not a 
hazard. And, in the case of women, I 
think we want a work where we also 
enjoy an outlet for real service. 

“Can you picture any greater joy than 
the knowledge that as a result of your 
life’s work homes are intact, children 
are being educated, life is going on in 
the even tenor of its way and people 
are able to retire with sufficient income 
to live comfortably because you helped 
them to plan it that way? 

“My first client when I went to Chi- 
cago was a delightful woman lawyer, 
Mary M. B. We became great friends. 
Later she became judge of the juvenile 
court. Her first home was bought from 
the proceeds of endowment policies she 
and her sister owned. Today they are 
both retired and living in California, on 
annuities they bought through me. 

“During the 20 years I have known 
Judge B. I have written at least a mil- 
lion dollars of insurance through her 
appreciation and introductions. That is 
one of the experiences in my insurance’ 
career that has given me great content- 
ment and satisfaction.” 


COMPETITION WITH GOVERNMENT 


Life insurance agents declare that 
they find the United States savings 
bonds, familiarly known as “Baby 
Bonds,” one of the chief competitive 
factors. Thousands and thousands of 
people are purchasing bonds which yield 
about 3 percent interest, pouring money 
into the coffers at Washington, D. C., 
when the budget has not ‘been balanced 
and huge disbursements are being made. 
Sometimes the life men say that they 


A Winning Team! 
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Lutheran 
Brotherhood 


A good agent plus a strong, pro- 
| gressive, Fraternal Society can 
















make Life Insurance History in 
any Lutheran Community. All 
Lutherans (a select prospect list) 
are eligible for life insurance 
this Society. 


You are the Agent! 


Lutheran Brotherhood is the So- 
ciety. Working together, we can 
write the business. If interested 
in a work that assures you a se- 
cured future, address your letter 
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cannot understand the psychology of 
the buyers. However, the situation is 
such that the life men feel that the gov- 
ernment is now their chief competitor. 
tor. 





TERM SAVES THE SALE 


Books, magazine articles, and radio 
broadcasts extolling term insurance have 
created a frame of mind among pros- 
pects which the agent can cash in on if 
he is sufficiently adaptable and doesn’t 
feel he has to fight against a term in- 
surance sale, according to P. A. Peyser, 
one of the leading producers of Wells 
agency of the National Life of Vermont 
in New York City. Mr. Peyser says 
that many people who obstinately re- 
fuse to buy ordinary life or other per- 
manent forms of insurance have heard 
just enough about term insurance so 
that it appeals to them. The agent 
makes a mistake if he tries too stub- 
bornly to convince the man that he is 
wrong, said Mr. Peyser, for frequently a 
prospect is so firm in his conviction or 
so definitely unable to afford higher 
priced coverage that it is either term in- 
surance or nothing. 

While the term sale involves a smaller 
premium and does not provide the long 
run type of protection that should be 
sold, it is much easier to convert a term 
insurance policy later on than to sell 
an ordinary life policy. For example, 
the buyer who pays $12 a thousand for 
term insurance need only lay out an 
additional $13 or so to buy ordinary life 
when he converts whereas $25 all in one 
piece looks like a very large amount. 
Also, the agent has the advantage of 
talking with a client rather than with a 
mere prospect. j 

Frequently one of the numerous 
graded premium type policies can be 
used to advantage in converting term 
cases according to Mr. Peyser, for the 
jump from the term rate may be only a 
dollar or two per $1,000 and while the 
premium increases later on, the increase 
is gradual enough so that it is usually 
not too much of a burden. 

Mr. Peyser has had excellent success 
in converting cases which he has sold 
in the last year or two on a term basis 
because no other could be sold. 


INDUSTRIAL 


Fete New Assistant Managers 


A banquet at Woonsocket, R. I., was 
given by the members of the John Han- 
cock Social Club to George A. Ball and 
Charles Negri, in honor of their recent 
promotions to the position of assistant 
manager. Mr. Ball was promoted to 
assistant manager at Woonsocket, and 
Mr. Negri has gone to New Bedford, 
Mass., as assistant manager. 














Life & Casualty Cruise 


One hundred agents of the Life & 
Casualty from 10 southern states will 
leave Jacksonville, Fla., on a prize cruise 
to the New York Fair. W. L. Dean of 
Jacksonville is in charge. 





Knights Life of Pittsburgh has opened 
a'rniew district office in Meadville, Pa., in 
charge of C. F. Owen,. formerly assist- 
ant superintendent at Erie, Ra. A new 
office has ‘been opened in Oil City, Pa., 
with J. P. McLaughlin as superinten- 
dent. He was formerly assistant super- 
intendént’ at Greensburg, Pa. 1 

New officers of the Hancock Chapter, 
» Poca}\::59, industrial insurance agents’ 

nion at Buffalo, N. Y., are:’. Chairman, 
Edward..Luksch; vice-chairman, Stanley 
Zakrzewski; treasurer, George Hess, and 
secretary, Merle Clark. 





A. W..Theiss, sales promotion man- 
ager Ohio.National Life, Cincinnati, has 
been elected to the governing board of 
the Cincinnati Advertisers Club. Mr. 
Theiss..will speak on “Stimulating the 
Salesman Through Direct Mail” at the 
Advertising Federationsof America’s an- 





nual meeting June 18-22. 


LIFE AGENCY CHANGES 





Three New England 
Mutual Agency 
Heads in Change 


BOSTON--Three of New England 
Mutual Life’s well known general agen- 
cies were involved in a transfer of lead- 
ership. In Newark Thomas E. Hart- 
mann is retiring from the active direc- 
tion of the agency, but will remain in an 
advisory capacity as associate general 
agent. He has been in charge there for 
15 years. He asked to be relieved so as 
to devote more time to private affairs 
and travel. C. V. Bowes, succeeds Mr. 
Hartmann as Newark general agent. 
He has been general agent of New Eng- 
land Mutual in Rochester, N. Y., for the 
last four years and has been for 15 
years in life insurance. He has been 
unusually successful doing an outstand- 
ing job at Rochester. Robert L. Cum- 
mings will continue as production man- 
ager at Newark. 


Beers Returns to Rochester 


W. H. Beers of New England Mu- 
tual’s prominent New York City agency, 
Beers & Dawson, returns to his old 
home at Rochester, where he becomes 
general agent, succeeding Mr. Bowes. 
Mr. Beers has been in life insurance 
work nearly 40 years and has a nation- 
wide reputation in the field in agency 
direction, personal production and as an 
author. In 1932 he became general 
agent for New England Mutual in New 
York. The Beers & Dawson agency 
paid for 38 percent more business last 
year than in 1937. Mr. Beers started at 
Rochester and the move is the result of 
his desire to return to his former home. 
His son, W. W. Beers, will be associated 
with him as production manager. 


Dawson in Sole Charge 


C. Preston Dawson will take sole 
charge of the Beers & Dawson agency, 
which henceforth will bear his name 
alone and will continue to be located in 
the Empire State building. Dawson has 
spent 15 years in life insurance. His 
experience includes an ample _ back- 
ground of selling but has been largely 
devoted to the various phases of agency 
management. He is a C. L. U. and has 
been an important factor in growth of 
Beers & Dawson agency. This office 
has developed modern estate planning 
methods to a high degree. Mr. Dawson 
has achieved national recognition as a 
creative leader in life insurance thought. 
He has written numerous informative 
articles and addressed audiences of life 
underwriters in many cities. 





O’Keefe Made Associate 


_L. G. O’Keefe has been made asso- 
ciate general agent for the State Mutual 
Life at Springfield, Mass., working in 
conjunction with General Agent E. S. 
Munson in the Third National Bank 
building. He will assist in agency de- 
velopment in four western Massachu- 
setts counties. He has been engaged in 
insurance in Springfield for 20 years. 
He at: one time was connected with the 
Boston Globe. 





Miller Assistant in Baltimore 


F. G. Miller of Baltimore, formerly of 
Union Central Life, has joined Reliance 
Life as assistant manager of the sea- 
board department. He went with Union 
Central in 1930 in the J. H. Hooper 
Agency. Lately he has been vice-presi- 
dent of Hooper, Inc. 





Maggio Returns to Old Company 


Leonard C. Maggio has been appointed 
general agent of the Farmers & Traders 
Life in New York City with headquar- 
ters at 1502, 152 West 42nd street. Mr. 





Maggio for sometime a few years ago 











Sieetiee te 


was with the Farmers & Traders Life, 





R. H. Carter, state manager of the 
Northwestern National Life, Little Rock 
has appointed W. G. Hendrick district 
manager there. 


Ecker Sees U.S. 
Control as Objective 








(CONTINUED FROM PAGE 1) 


“we have been too long in the coopera- 
tive spirit” to become competitive in the 
usual business sense. 

Other speakers were President L., A, 
Lincoln and two Metropolitan directors, 
Newcomb Carlton, ‘chairman Western 
Union Telegraph Company; and Win- 
throp A. Aldrich, chairman ‘Chase Na- 
tional Bank. 





Visit Washington National 


Sixteen seniors in the commercial de- 
partment of Waukegan, III., high school 
accompanied by two faculty members 
and District Director J. A. Jensen of 
Waukegan, IIl., visited the home office 
of the Washington National at »Evans- 
ton, Ill. The group was separated into 
two séctions, and they were taken ona 
tour of the two seven-story buildings, 
The visitors were guided by G. P. Ken- 
dall, agency secretary, and D. J. Wel- 
lenkamp, manager, sales promotion. 








The Cleveland Cashiers Association 
will hold a- picnic at Huntington Beach 
Park on June 20. 

The Pathfinder Life of Nebraska has 
been admitted to Colorado. 








General Agency 
OPPORTUNITIES 
for good personal 

producers 





Lentral Life 














INSURANCE COMPANY 


of Illingss 







PRESIDENT 
CHICAGO 


ALFRED MacARTHUR, 
211 WEST WACKER DRIVE, 
















2, 1939 


—. 


——, 
> Life, 


of the 
le Rock, 
district 


oopera- 
> In the 


a Sy 
rectors, 
Vestern 
1 Win- 
se Na- 





A SSAct 0. 















June 2, 1939 


LIFE INSURANCE EDITION 











Sales Ideas and Sugg 






estions 

















Life Agent Should Know About 
Optional Modes of Settlement 








Thorough knowledge of optional 
modes of settlement are absolutely 
necessary if the life insurance agent is 
going to serve his clients properly, ac- 
cording to E. H. Hardebeck, actuary 
Bankers National Life of New Jersey. 

“The income options have become a 
large and important factor and the agent 
who keeps this in mind and becomes 
thoroughly acquainted with the various 
options available invites the confidence 
of his clientele and becomes their trusted 
insurance advisor,” he said. 

“Newspapers, financial records and 
many other channels keep us alive to 
the pitfalls that constantly endanger the 
possessions of widows, children, and 
even men of recognized ability. Study 
and knowledge is important because the 
optional modes of setlement may be 
harmful unless intelligently. used. 


Prescribe for Each Individually 


“Since few people have identical plans 
and objectives, naturally it is up to the 
agent to study each case individually 
and thet; like the doctor or lawyer, pre- 
pare a prescription or procedure to fit.” 

Option A is said to be helpful where 
it is::desired that. the principal be kept 
intact, and at the same time a safe, re- 
liable income be provided-for the policy- 
holder’s wife or other beneficiary from 
interest earnings alone, but because of 
the fact that certain situations might 
possibly arise and the insured wishes 
the beneficiary..to bein a. position to 
meet those situations, the right of with- 
drawal of any or all of the funds: is 
provided. . , 

If good commoff'sense is used in ap- 
portioning the amounts:available, it can 
be made to do excellent work, especially 
during those, early moaths,’when the in- 
sured'§. family is undergoing a period of 
finangial adjustment and, 'as:might be 
expected, will make a mistake or two 
until they become used to the absence 
of the insured and his counsel. *: 


Meets Variety of Conditions 


Option B provides for payment of the 
Proceeds and interest for a fixed period 
of years; as:mfay~be elected. The privi- 
lege of having the fund distributed over 
a definitely short, or long period fits the 
application of this option to a great 





Orphen Policyholders 
Excellent Prospects 





Kurt -E. Hothorn, -Pedrick Agency, 
Equitable Society, New York City, has 
had some interesting and profitable re- 
sults in the last few months from follow- 
Ing .Up..a.numberof orphan .policyhold- 
ers... Sq. far,.,he, has .actually, sold six 
contracts:-¢three..by..reference. from the 
orphary leads)::gmounting to $20,500 in 
insurattce atid? $2;500in® single premium 
annwitiés, and aveounts for ‘the rest as 
follows: 


Serviced and sé t 
Contacted, cured new prospects... 2 


ee 


in force 


Policyholaérs “on “whom he ‘called “at 


least once: in 
; In sOme instances two or 
agro calls “wére made in an effort 
impossibie - eee. but it was 
SS Oo get cooperati 
render=service ... vcs. Dots na ; bey 





variety of conditions, the period during 
which the income will be definitely pay- 
able being most important. For ex- 
ample, a man may prefer to provide his 
family with a particular income, ‘that 
they might have an opportunity to be- 
come accustomed to getting along with 
a reduced income until the children are 
through school or have reached a given 
age. 

Option C gives the beneficiary an in- 
come for life. Option D is practically 
the same as Option A, but right of with- 
drawal is not permitted. 

Option E provides that the proceeds 
of the policy, together with interest, may 
be paid to the beneficiary in equal in- 





stallments. Many use this option for 
the adjustment period to provide an in- 
come approximating the wages or salary 
of the insured and payable for the first 
year after the insured’s death, and then 
at an amount somewhat smaller the 
next year and so on. 

Others use it for birthday, Christmas, 
or wedding anniversary gifts to the 
beneficiary, all of which have that fine 
sentimental value that most insureds 
will not give up if they possibly can af- 
ford it. 

“It is wise to avoid complicated set- 
tlements,” Mr. Hardebeck said. “Do not 
try to cover all ideas in a single bene- 
ficiary designation. By all means en- 
deavor to keep the designation simple, 
for to do otherwise will surely blur the 
picture as the insured will see it. From 
the company expense point of view 
there isn’t the slightest doubt that any 
benefit to be gained under complicated 
settlement provisions is not commensur- 
‘ate with the expense involved.” : 





TELLS SALES IDEAS THAT WORK 





A principal cause of the turnover in 
the business is poor prospecting, said 
Morris Landwirth, Peoria, Ill. agency 
Massachusetts Mutual, in a talk at the 
regional conference in Kansas City. A 
good prospector who lacks some or all 
other requisites of a good salesman can 
do some business, but a person who has 
all requisites of a salesman but does not 
prospect, must depend on such business 
as he accidentally runs into and will not 
succeed. 

“Life underwriters are likely to think 
of prospecting as something dull and 
distasteful, yet it can be defined as 
everything we do, hear and say that will 
aid us in securing business. We are 
prospecting when we buy goods and 
pay bills, make an audit for a policy- 
holder or prospect, settle a death claim, 
make a beneficiary change, attend a 
party, do civic work, play golf, go to 
church, belong to a club or lodge, do 
favors for people, do business with or 
send business to a policyholder, or read 
a paper. 


Uses Casual Contact Method 


“Naturally, centers of influence, both 
policyholders and non-policyholders, are 
the best sources of prospects, but agents 
should not overlook the casual contact 
method of prospecting, which must be- 
come a habit. This simply means that 
you talk to everyone you contact at the 
proper time and in the proper manner.” 

Mr. Landwirth urged regular contact- 
ing of policyholders. 

In a session on “Sales Ideas That 
Work” Edward J. Phelps, Omaha, 
discussed the approach. “Experts say 
the first minute or two determines 
whether you get the interview,” he said. 
“In package selling I believe that the 
first minute or two determines whether 
you make the sale. When you are asked 
to handle death claims, consider your- 
self lucky. My experience is that half 
of such cases lead to some business. It 
would pay to spend a couple of extra 








minutes when you are reading your lo- 
cal newspaper in scanning the names in 
the obituary together with those of their 
families. Some of my best business has 
been the result of proper follow-up on 
death claims.” 


Finds Improved Reception 


‘People are insurance conscious. said 
A. Jack Nussbaum of Milwaukee, dis- 
cussing “Effective and Tactful Selling.” 
“They admit there is no substitute for 
life insurance; they are all eager to lis- 
ten, and will ‘discuss their affairs with 
anyone who deserves their confidence. 

“A complete and thorough. knowledge 
of our subject plus the sympathetic un- 
derstanding of human emotions is sure 
to bring the. desired result,” he.said. “It 
then becomes merely a question of the 
prospect’s financial ability to carry out 
a plan which has already been admitted 
to be an effective cure for his economic 
ills. Strangely enough, if we forget the 
dollar compensation that our business 
brings us and think only of the service 
we are rendering and then go out and 
do something about it, it becomes the 
best paying business in the world, for 
the effort put forth. 

“What are the necessary qualifications 
of a good life underwriter? In my opin- 
ion he must have at his command a com- 
plete and thorough understanding of life 
insurance, but most important, the 
psychology of selling it. Personally, I 
am not interested in becoming an actu- 
ary or an expert on bonds or invest- 
ments or real estate. I do not claim 
to be an expert on taxes. However, I 
do leave with my client the feeling that 
I know something about these subjects. 

“Every man has a financial problem 
in providing for his family’s welfare 
and it is my job to help him find some 
feasible plan that will help him achieve 
the goal he is striving for, and it is 
my duty to see that he does something 
about it. It is for that reason that I 
am interested only in the ideas that per- 
tain to the sale of life insurance and the 


Old Age Dependency 


Two-thirds of nation’s aged are unable to maintain themselves. 
Of the 7,816,000 persons 65 years or older, 5,070,000 are dependent on 


public, private or family aid. 


Of the dependent group 70 percent derive their primary support from 


_ relatives and friends. 


It is estimated that 85 percent of the aged have total accumulated 


wealth in an average amount of $250. 


—Source Federal Social Security Board. 
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ideas that will help me to understand 
better the problems of my clientele. 


“We all have our own particular 
method of operation. Mine has always 
been that I want to be on the same 
side of the fence as my prospect and 
I am not there to seek or win an argu- 
ment but rather to make a sale. Almost 
all of the business I do is through the 
audit. 

“Oftentimes we can’t see something 
that is directly in front of us. We tra- 
vel all over town, looking for: business, 
forgetting that the féllow next door may 
be an -éxcellent prospect.” 





Seminars Are New Feature 
of Mutual Life Convention 


Three seminars — estate planning 
and business insurance, policy provi- 
sions, and income  insurance—consti- 


tuted a new feature of this year’s annual 
convention of the national field club of 
the Mutual Life of New York held last 
week in Atlantic City. Another feature 
was the awarding ‘of the bronze trophy 
for agency leadership to agency man- 
ager..R.<E.:*Myer of Harrisburg, Pa., 
for the highest field club representation 
for each $1,000,000 of requirement quota. 
Sioux City and Omaha were second and 
third respectively. 

Home office officials attending were 
President D. F. Houston; Vice-president 
and Manager of Agencies G. A. Patton, 
who fprési#éd at the general sessions; 
Vice-president and Financial’ Manager 
D. S. Beebe; Vice-president_and General 
Counsel L. . Dawson; Associate 
Actuary. J. B. MacLean; Manager of 
Selection E...F. .Russell; Superintendent 
of Agencies G. A. Sattem;~ Assistant 
Superintendent of Agencies J. R. Hull; 
Agency Inspector A. W. Buettner; 
Agency Secretary R. L. Young and 
Manager of Field Service and Publicity- 
E. Mv H 


unt. 
Joins Kansas City Life 
as Agency Supervisor 











MAURICE R. SMITH 
KANSAS CITY, MO.—Maurice R. 


Smith, formerly superintendent of 
agents for the Modern Woodmen of 
America, and long a prominent figure 
in the fraternal and investment field, 
has joined the Kansas City Life as 
agency supervisor. He was active in 
the fraternal and commercial life, insur- 
ance and investment field for 20 years. 
He has been active in local civic affairs 
in Kansas City, and is a widely known 
golfer. 
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Ecker Discusses 
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time, such laws would be harmful to the 
very people they were designed to help. 
The result would be, he said, a flooding 
of the farm real estate market, demoral- 
izing values, making it impossible for 
sellers of properties to work closely 
with buyers, and bringing in a class of 
speculative buyers who would operate 
the farms by means of tenants, a sys- 














Carry a National 
Hotel Universal 
CREDIT CARD 


A National Hotel Universal Credit Card is your 
passport fo travel ease. You can avoid unpleasan® 
ennoyance and delay in having checks cashed or 
have approved any of the eventualities that may 
occur during your trip. 


Make an application for your Universal Credit 
Card NOW aj any Affiliated National Hotel or 
write: 

National Hotel Company 
P. O. Box 59 


HOTEL FAUST......-.-.- voccecccecMederd 
\ Lo 


UISIAnR 
y ‘JUNG HOTEL ........... eocces New 
\ HOTEL TO .sccceee acces New 


un il 


OKLKHOMA 
OKLAHOMA BILTMORE ...... 


eeeeeesesoee 























HOTEL CACTUS .... ceseegeee ee Sam 


(Gai ae aie; 
“104° 


Ht 


SS Se Sy, a Se, 





bg. 





tem at odds with the traditional Ameri- 
can method of farming. 

Dr. C. L. Christiernin, medical direc- 
tor, said that the company’s policy is 
now to confine its appointments of 
medical examiners to those having an 
established medical practice, though 
having sufficient time for life insurance 
examinations. He said that rather than 
appointing full time examiners the plan 
will be, as examiners build up their 
practice to a point where it conflicts 
with their insurance work, to terminate 
the connection and turn the work over 
to younger men more in need of the 
examination work to supplement their 
incomes. He cited statistics to show 
that one-quarter of doctors’ incomes 
come from insurance work. 


Agents’ Work Praised 


Dr. D. B. Armstrong, third vice- 
president and head of the welfare divi- 
sion, said that Surgeon-general Thomas 
Parran of the United States public 
health service had asked him to express 
appreciation to the Metropolitan field 
force for its work in the anti-syphilis 
campaign, through the distribution of 
company literature. Dr. Armstrong 
said that despite the delicacy of the 
task, not a single untoward incident had 
been reported in connection with the 
agents’ efforts. He also cited cases 
where agents had been the means of 
saving lives by calling in medical as- 
sistance where policyholders or their 
children needed it but did not realize 
the urgency. 

Dr. W. H. Ordway spoke on the work 
of the Metropolitan’s sanitarium. Presi- 
dent L. A. Lincoln who announced the 
company leaders and presided at the 
Friday session, introduced R. A. 
Hohaus, and E. Oo. Dunlap, assistant 
actuaries; John B. Northrop, head of 
the claim division, and Vincent Mana- 
han, manager ordinary application divi- 
sion. 
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policyholder as to the best trained law- 
yer in town? 

“2. Can we not improve our premium 
notices, using them as a message of 
goodwill, not as terse warnings that if 
the premium is not paid the terms and 
conditions of the policy will apply? 

3. Can we not improve our methods 
of dealing with our policyowners when 
borrowing on the security of their 
policies: Sympathize with them, if they 
are borrowing because of distress or 
trouble, gladly extending to them the 
financial assistance they seek and en- 
couraging them to repay the loan as 
quickly as possible by making it easy 
for them to do so to the end that they 
will preserve the full protection pro- 
vided by their policy, and when trouble 
returns, the maximum loan value will 
be again available? 

4. How have we designed our claim 
forms—to help the beneficiary collect 
the moneys due her and to make her 
feel we are eager to be helpful, or do 
we put before her cold, formal, legal 
documents for completion to protect 
ourselves against further claim under 
the policy? 

“5. Do we use our annual financial 
statements to show clearly and simply 
how well we have discharged our trus- 
teeship; do we disclose the results of 
our year’s operations; do we tell how 
much surplus we have earned and what 
we have done with it; or do we use 
it to boast of what fine companies we 
are, and how much better we are than 
the other company? Frankly I regard 
the usual financial statements published 
by our companies a prolific source of 
misunderstanding on the part of our 
policyowners. How many times have 
we heard men say they don’t under- 
stand them? 

“6. Do we make the fullest use of 
our annual meeting to discuss national 








problems from the standpoint of the 
interests of the policyowners? More 
and more attention is being given to 
this, and some companies are making 
a real success of their discussion of na- 
tional problems. 

“7, Do we at all times, on every 
possible occasion, emphasize the coop- 
erative nature of life insurance? Do 
we seize every opportunity to tell how 
the business as such, functions? Do we 
explain how we gather together small 
sums of money and redistribute them 

to governments, federal, state and 
municipal, to build highways, bridges, 
water works, sewage systems, schools, 
etc.; to corporations to build factories, 
establish business and provide employ- 
ment, and to individuals to build homes? 

“8. Do we always view our problems 
from the standpoint of the business as 
a whole and of all policyholders, or do 
we endeavor to solve our problems 
from the purely competitive advantage 
of one individual company? 

“9. Do we encourage every employe, 
whether in the home office or at the 
branch or in the field to take part to 
the extent of his ability and opportunity 
in the civic activities of his community, 
not from the point of view of advanc- 
ing the company’s interest, or of mak- 
ing greater sales, but rather as evidence 
of the cooperative interest of the busi- 
ness in all the community’s activities.” 


Social Security Paper 


Some of the difficulties encountered 
by the experts in estimating the astro- 
nomical cost of the social security plan 
were revealed by Myers of the 
Social Security Board in his paper on 
“Cost Estimates for the Old Age In- 
surance System of the Social Security 
Act.” These estimates show the wide 
range of possible future costs resulting 
from different assumptions as to the 
basic factors. Such factors include mor- 
tality, average wages, average retire- 
ment ages, etc., all of which must be 
estimated for many years in the future. 
It will take a long time before the 
actual experiences under the plan will 
be of sufficient value to provide a good 
check on the accuracy of these assump- 
tions, Mr. Myers stated. 

The actual experiences in 1937 and 
1938 were hardly large enough to be 
significant. For what it is worth, it 
indicates that a lesser amount has been 
paid in the form of benefits than might 
reasonably have been expected. Mr. 
Myers stated that this may have been 
due to the general unfamiliarity with 
the plan and the failure to file many 
of the smaller claims which were not 
thought worthwhile by the prospective 
recipients. 


J. A. Budinger’s Paper 


Contrary to general belief, life com- 
panies and therefore their policyholders 
lose rather than gain by reason of policy 
lapses, it was indicated by figures pre- 
sented by J. A. Budinger, actuary Kan- 
sas City Life, in a paper on “Variations 
in Withdrawal Rates in Relation to 
Non-Participating Premiums.” 

L. L. Stevens, assistant actuary, Penn 
Mutual Life, read a paper on “Attained 
Age Method of Valuation Applied to 
Annuities.” 

Writing of group hospitalization in- 
surance is one of the fastest growing 
branches of insurance, according to G. 
W. Fitzhugh of the Metropolitan Life, 
who estimated that today over 500,000 
people are covered by such policies is- 
sued by insurance companies and pre- 
dicted that it would not be surprising 
if the number reached 1,000,000 by the 
end of 1939. 


Group Hospitalization 


When group hospitalization insurance 
was first written it was the usual prac- 
tice to write it only in conjunction with 
either group life or group accident and 
health insurance Mr. Fitzhugh asserted. 
However, it is now felt that the experi- 
ence accumulated has been satisfactory 
enough to permit this form of group 
insurance to be written independently 
of any other coverage, and most com- 
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panies will now do_ so for selected 
groups, according to Mr. Fitzhugh. 

A new form of coverage, group sur. 
gical operation insurance, was intro- 
duced in 1938 and is issued in conjunc. 
tion with either group hospitalization 
or group accident and health insurance, 
Mr. Fitzhugh reported. 

Recently the group writing companies 
have extended their hospitalization anq 
surgical operation coverage to include 
benefits payable to employes to cover 
expenses incurred by them on account 
of hospitalization of or surgical opera. 
tion on their dependent wives and their 
unmarried children over three months 
of age and under 18 years, according 
to Mr. Fitzhugh. 





Swiss Companies’ Experience 
NEW YORK—Competition between 
life companies and savings banks for 
high grade mortgages tends to result in 
life companies having the advantage by 
reason of being able to offer longer term 
mortgages, according to the experience 
in Switzerland where a situation com- 
parable to that in the United States has 
been prevailing for some time, F. W, 
Rosefeld says in his book, “Competition 
Between Life Insurance Companies and 
Banking Institutions.” For those who 
read German, the book provides an in- 
teresting basis for comparing possible 
future conditions here with what is now 
the case in Switzerland. Dr. Rosefeld is 
now traveling in this country. He was 
formerly with the Vita Life Insurance 
Company, an affiliate of the Zurich Fire, 





Thrift Policy Suit Set for June 8 


LINCOLN, NEB.—Insurance Direc- 
tor Smrha has been advised by the su- 
preme court that it will hear arguments 
June 8 on whether thrift policies that 
carry life insurance coverage are life in- 
surance contracts. The case involves 
the thrift certificates of the old Cosmo- 
politan Life which was reinsured by the 
Lincoln Liberty Life. 














LOS —* 
t’s 

HOTEL 

CLARK 


Nearest downtown hotel 
tooHOLLYWOOD 


1tH the movie capital of the 

world and western America’s 
radio city within the borders of Los 
Angeles, entertainment reaches. its 
zenith. Gay nights, laughter and life; 
sunny days filled with thrills and ex- 
citement. In the center of everything 
is situated the HOTEL CLARK at 
Fifth and Hill Streets. A hotel where 
you will enjoy hospitality to its full- 
est extent; where you will find your 
every wish anticipated. Whether you 
stay in Los Angeles for a few days 
or a month, choose Hotel Clark, 
downtown in the heart of things. 


ROOMS 555 BATHS 
from $2.50 per day 


Personal Management 
of P. G. B. Morriss 




















—S SS] 


